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The WILL to WIN 


oe cannot be bought at half price. The would-be salesman who depends 

on Company helps and managerial assistance to do half of his selling will be 
disappointed. Success must be won by WILL TO WIN, in action. Nothing can 
take the place of the WILL TO WIN. 
















The WILL TO WIN is that spirit that gives determination, en- 







thusiam and “intestinal fortitude” to the salesman. The sales. Briefing Service 

man who is endowed with the WILL TO WIN will succeed without Personalized briefing service is one 
of the helps furnished Ohio Na- 

outside help. He will carve his own path to success. tional salesmen. 





Briefs vary from the simplest to 
the most complex. 





Nevertheless, a good workman can do better and more work 


The Retirement Income brief is an 
example. This is a seventeen page 





with improved machinery and good tools. A salesman who has 







the WILL TO WIN can increase his earnings with improved printed folder furnished on re- 

. : P quest for presentation to all good 
service and better tools. It is the successful man—the man with prospects for Retirement Income. 
the WILL TO WIN—who makes the best use of tools furnished aaa tc vere: went 
— plied. The needs outlined in the 
: brief are: 









ee ‘ ‘ 7 i | Pel to You for Life. 
Many distinct helps and services are furnished to Ohio National ee 
a» 2. Protection to Estate and 


salesmen which assist the successful to increase their earning Beneficiary. 
3. Protective Options. 







power. They were also a factor in increasing the Company’s paid 4, Dematarnad Mistetion tax 
for business 120% for the first eight months of 1934 over the same Widow. re 
5. Help in Case of Financial 





period in 1933. Reverses. 


6. Profit on Investment. 


i4 al e e e e - v2 1 I . 
This Home Office service is available to all members of the va ae on Reena 
8. Optional Benefits. 


Ohio National Field Staff. 





















Salesmen wanted in the following states: Alabama, Arkansas, California, Colorado, Florida, Idaho, Illinois, Indiana, Iowa, Kansas, 
Kentucky, Michigan, Missouri, Nebraska, Nevada, New Mexico, North Carolina, Ohio, Oklahoma, Oregon, Pennsylvania, South Dakota, 
Tennessee, Texas, Utah, Washington, and Wyoming. 







For General Agent's contract, write to John H. Evans, Vice President. 


The Ohio National Life Insurance Company 


Cincinnati, Ohio 
T. W. APPLEBY, PRESIDENT 









A New General Agent’s 
Contract 
That Appeals to Quality Men— 


is the basis of our aggressive program for 
1935. 


We Pay for What We Want— 
Quality Business 
An unusual contract in the differentiation it 


makes in compensation for quality business 


and non-quality business. 


For Particulars, Write Lee Cannon, Superintendent of Agencies 


MONTANA LIFE 


INSURANCE COMPANY 


Enduring as the Mountains 


HELENA, MONTANA 





The Columbus Mutual 
OFFERS 


First—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 
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COMPLETE LIFE INSURANCE 
SERVICE..... 


HAT does it Mean? In the case of 

Pilot Life, it embraces all standard 
and modern contracts, participating and 
non-participating: 


Insurance on the lives of men, women 
and children, from birth to age 60: 


Sales helps that really help the man in 
the field: 










Close cooperation between field and the 
Home Office. 





Serving the South Since 1903 


J. M. WADDELL 
Agency Manager 


EMRY C. GREEN 


President 


PILOT LIFE 


INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 














Massachusetts Mutual 
a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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Relief Agencies 
Become a Factor 


Enter Greatly in Readjustment 


of Industrial Insurance with 
Needy Families 


WORK DONE BY BUREAU 


Procedure That Is Followed by Welfare 
Administration in Dealing with 
Dependent Cases 


NEW YORK, Nov. 28.—The extent 
to which relief agencies are entering 
into the readjustment of the industrial 
life insurance of dependent families has 
more than trebled in the last year and 
is still growing. The New York City 
Home Relief Bureau, doing the biggest 
family relief job in the country, in Oc- 
tober completed 3,193 insurance read- 
justment cases resulting in the return 
of $406,500 to families on relief, while 
the total! since Jan. 1 is 24,372 cases for 
a total of $2,590,000, according to Wil- 
liam Hodson, New York City welfare 
commissioner, and chairman emergency 
relief bureau. Practically all these 
cases were handled with the coopera- 
tion of the Life Insurance Adjustment 
Bureau, which is operated jointly by the 
Metropolitan, Prudential and John Han- 
cock Mutual. 


Attitude Toward Insurance 


Contrary to the impression which has 
prevailed in some quarters, the New 
York City Relief Administration wants 
those on relief to keep up a reasonable 
amount of insurance protection, up to 
$500 for adults and $300 for children, 
Commissioner Hodson emphasized, but 
the limited amount of relief funds avail- 
able and the fact that the Wicks law 
under which relief is administered spe- 
cifically prohibits it, make it impossible 
for the city to grant relief funds to be 
used for the payment of insurance pre- 
mums. The relief administration’s pol- 
ty is to readjust endowments and 
higher premium forms down to ordinary 
life and often the cash returned to the 
client after paying the ordinary life 
premium for six months in advance is 
enough to take the recipient off the re- 
lief rolls for some time. The $2,590,000 
which has been so returned to policy- 
holders since the first of the year is a 
not inconsiderable item in the relief 
outlay of even so large a city as New 
York, 

Relief Payments Limited 


Obviously the city in its best efforts 
to make funds go as far as they will, 
Can not allow enough of a budget to 
Its dependents to permit them to do 
any saving, nor can it grant them relief 
while they still have resources. How- 
ever theoretically desirable it might be 
to encourage thrift, the necessity of lim- 
iting relief payments to those in actual 
need makes it necessary to require ap- 
Plicants for relief to avail themselves of 


CHICAGO, CINCINNATI, NEW YORK AND 


Debt Situation Is 








LIFE INSURANCE EDITION 


Causing 


Selection in Investments 





NEW YORK, Nov. 28.—With the 
spirit of repudiation and moratoriums on 
debts in the air, life companies are study- 
ing the selection of investments with 
even greater keenness than heretofore. 
While the companies are keeping a much 
greater amount in the bank than in the 
past and have invested heavily in gov- 
ernment bonds they still feel there are 
good investments to be had, but that it 
requires greater discrimination and more 
careful investigation to decide upon 
which to buy. Companies are naturally 
going to shun those securities, especially 
of municipal or governmental type, where 
repudiation is in the air. 

In Louisiana, Senator Huey P. Long 
has a private debt moratorium bill which 
has passed the house of representatives 
and is on the way through the senate. 
In Mississippi and other sections in- 
fluenced by Long’s propaganda, natu- 
rally companies will study the situation 
before making investments. 


Davey’s Platform in Ohio 


In Ohio, Governor-elect M. L. Davey 
ran on the platform of a moratorium of 
two years on municipal bond maturities. 
It is inconceivable that a state like Ohio 
would repudiate public issues of bonds, 
and yet a two-year moratorium will un- 
doubtedly affect Ohio bond values in the 
market, not so much for the danger of 
a two-year moratorium in itself as for 
the indication of a trend toward laxity 
in recognizing obligations. As most 
municipalities are refunding their debts 
at maturity, and not paying them off, 
a two-year moratorium is not much 
worse, but it is rather startling. 

And now comes the decision of Fed- 
eral Judge Dawson of Louisville declar- 
ing the Frazier-Lemke farm morator- 
ium act constitutional. It has been as- 
sumed and is still believed in insurance 
circles that when this act reaches the 
United States Supreme Court it will be 
declared unconstitutional and although 
Judge Dawson upheld it he called the 
statute “unfair” and “unwise.” 

While the Frazier-Lemke act is being 
taken advantage of in a few cases the 








great body of farmers are too self-re- 
specting to take advantage of it and 
resent the implication that they should 
repudiate their honest debts and obliga- 
tions. It is for this reason, and greatly 
to the credit of the farmers of the na- 
tion, that it is only here and there that 
an attempt is made to take advantage of 
the Frazier-Lemke act. As a matter of 
fact, farmers realize that this law acts 
to their detriment. 

Substantially, it provides that during 
the six-year period, in which a low scale 
rate of interest on the mortgage is pro- 
vided for, the farmer must pay off 15 
percent of the principal, so at the end 
of the six years he must refinance the 
loan outside the government up to 85 
percent. In the meantime he must of 
course keep all the taxes paid up and 
pay the interest required. If he cannot 
get the 85 percent loan at the end of the 
six years he loses the farm anyway, so 
that in choosing the Frazier-Lemke way 
he is in most cases choosing bankruptcy 
in the end, because having shown that 
he is willing to repudiate his obligations 
in the first mortgage he cannot find any- 
one to loan him money on the second 
mortgage. 


Choose Investments With Great Care 


In sections of the country where debts 
are taken easily and where the spirit is 
abroad to get out of them if possible, 
naturally insurance companies and other 
investors will choose their investments 
with extreme care. While many ob- 
servers believe that the spirit of repudi- 
ation is a temporary phase, it cannot be 
doubted that those who are suspected of 
being willing to view their obligations 
lightly will have great difficulty in secur- 
ing financing when they need money 
and the market trend of bonds and other 
investments will undoubtedly show this 
until the temporary phase is in the past. 

The statement of Premier Ramsey 
MacDonald of Great Britain that the 
war debts owing to the United States 
will never be paid is only another indi- 
cation of the dangers that confront the 
investor at this time. 








their own resources before getting relief 
from the city. 

This entails the reduction of higher 
premium forms down to an ordinary 
life basis so that the applicant for relief 
who has a cash equity in a life insurance 
contract has no unfair advantage over, 
say, the depositor in a savings bank, 
who must use up his entire savings be- 
fore being eligible for relief. It should 
be noted, however, that such readjust- 
ment is not required where on account 
of age or impairment there is any rea- 
son to believe that the insured cannot 
convert to an ordinary life basis. 


Easing Burden of City Relief 


Admittedly one of the principal aims 
of the readjustment procedure is to ease 
the burden of city relief as much as pos- 
sible. Many relief applicants are glad 
to be able to support themselves on the 
money obtained from their insurance, 
even though the respite from the relief 





10lls may be only temporary. Others, 
more inured to accepting relief money, 
regret being forced to use up their in- 
3 pus savings before being granted re- 
ief. 

relief administration’s sympa- 
thetic attitude toward the life insurance 
idea may be gathered from its policy 
of paying six months’ premiums in ad- 
vance out of the proceeds of readjusted 
cases. 


Seeks to Provide Funeral Benefit 


The relief administration recognizes 
the strength and spiritual importance of 
the feeling which impels people of lim- 
ited means to buy life insurance fre- 
quently at the cost of great self-denial, 
in order to assure themselves the kind 
of funeral that is considered suitable in 
their respective walks of life, Mr. Hod- 
son pointed out. Where it can be 
avoided the relief administration does 

(CONTINUED ON PAGE 22) 
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Union Central to 
Go on 3% Basis 


An- 
nounced Applicable to Issues 
After Jan. 2. 


New Reserve Formula Is 


RATE SCALE NOT READY 


Dividend Scale Also Changed—Greater 
Weight Given Mortality Feature 
Than Interest Earnings 


CINCINNATI, Nov. 28.— Change 
from the 3% percent to the 3 percent 
reserve basis by the Union Central for 
all poticies issued after the first of the 
year, has been announced by W. H. 
Cox, president. The rates will be an- 
nounced shortly. 

Under this ruling, new issues on and 
after Jan. 2, 1935, will be based on the 
American Experience tables with in- 
terest at 3 percent. Reserves on single 
and annual premium deferred annuities 
will be accumulated at a guaranteed rate 
of 3 percent instead of 3% percent as 
formerly. In the new policy series, sur- 
render charges wil be the same as 
those established last May, when a 
graduated scale disappearing at the 
tenth year was adopted. No change is 
to be made in the settlement option 
provisions in the new policy series. 


President Cox’s Comment 


In commenting on the reasons for the 
change in the reserve basis, President 
Cox said, “Most companies now operate 
on the 3 percent basis, and furthermore 
there seems to be a distinct trend to- 
ward that basis among the 3% percent 
companies. The Union Central has been 
studying this question very carefully for 
the last three years and the final deci- 
sion to. make the change is particularly 
appropriate now on account of the gen- 
eral uncertainty as to future interest 
trends. It is felt that this new basis 
will be attractive to our selling organi- 
zation, which is fully aware of the ad- 
vantages which attend a more conserva- 
tive basis and higher premiums and val- 
ues. In anticipation of the change, we 
based our new multiple protection pol- 
icy, which was announced a few months 
ago, on the 3 percent tables. This is 
now our most popular policy and of 
course it will be unaffected by the 
change.” 


Dividend Scale Revised 


Mr. Cox also announced a revision in 
the dividend scale, effective next year. 
During 1934, dividends were apportioned 
in the amount of 66% percent of the 
1931 basis. The new schedule, which 
returns to the regular contributon sys- 
tem recognizes that interest earnings 
have been more adversely affected than 
savings from mortality, and distributes 
earnings among the various policies in 
their proper ~ proportion,” according ~to 
current experience. In general, when 

(CONTINUED ON PAGE 22) 
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Economist Sees Rather Gloomy Prospect for 


All Business But Life Insurance 


NEW YORK, Nov. 28.—Interest rates 
and return on capital in general are due 
for a long and perhaps permanent low 
level, possibly even edging toward the 
zero mark, but the institution of life in- 
surance is so strongly buttressed that it 
need have’nothing to fear in any con- 
ceivable future economic or political de- 


velopment, in the opinion of Stuart 
Chase, widely known economist. Mr. 
Chase’s views were sought by THE 


NATIONAL UNDERWRITER because he is 
known as one who is not concerned 
with making things appear better or 
worse than they are, but only with fac- 
ing the facts and evolving a workable 
solution. ; 

“Tf life insurance executives are facing 
the possibility that the railroads and 
perhaps some other basic industries may 
have to be taken over by the federal 
government, and are governing them- 
selves accordingly, there is no reason 
why life insurance has anything to worry 
about,” he predicted. 


Gives His Views on 
Railroad Situation 


If the railroads or certain other indus- 
tries are taken over by the government 
it won’t be because the nation is going 
socialistic or because any radically- 
minded group thinks it would be a nice 
idea to have the government run every- 
thing, he pointed out. It will be because, 
despite all efforts, the railroads have 
proven incapable of operating under 
present conditions; because they have 
broken down, in an economic sense, and 
cannot function. 

No matter what social insurance pro- 
grams may be instituted to cover the 
most elemental needs of the great mass 
of people, private life insurance carriers 
will always have a place, supplying the 
coverage that will be desired by every- 
one wanting more than the necessarily 
meager amount that would be furnished 
under any government social insurance 
program, Mr. Chase believes. He feels 
certain that this country is not going to 
be any more radical, communistic or so- 
cialistic than it is absolutely forced to 
by the breakdown of various units of 
the economic machine. 

Because there is an excess of capital, 
in the form of money and in its much 
more important form, physical wealth, 
over and above what the market can 





utilize, interest rates must inevitably tend 
downward for a long time, perhaps per- 
manently, Mr. Chase pointed out. He 
was careful to differentiate between an 
excess over what is marketable and an 
excess over human needs. The latter 
could absorb far more than existing cap- 
ital could supply, but the present eco- 
nomic system must find a market in 
which it can sell at a profit, or it fails 
to function. 

“What is interest except payment for 
the use of capital?” he said. “And capi- 
tal is a drug on the market. Real capi- 
tal, physical wealth, is becoming ever 
more productive. Producers are getting 
their costs down all the time. Engineers 
are getting more out of a pound of coal, 
and consistently improving technical 





methods. In California oranges piled ten 
feet high and a mile long were left to 
rot. The radio industry can produce 15,- 
000,000 sets a year and can find a mar- 
ket for only three or four million a year. 
“You can go down the line in prac- 
tically all industries, except the telephone 
company, and find none which hasn’t a 
surplus over the market demands. That’s 
the reason savings are piled up in banks 
and not being used. If you were given 
a check for $10,000 tomorrow, how 
would you invest it safely and produc- 
tively? And I don’t mean speculate with 
it, or even a fairly safe investment.” 
The present situation would have hap- 
pened entirely apart from the depres- 
sion, Mr. Chase said. The underlying 
causes were the mounting rate of effi- 








Agent Comments on Rating 








C. N. Poling, Kalamazoo, Mich., an 
agent of the Union Central Life, makes 
some observations on life company rat- 
ings. He speaks from the standpoint 
of a soliciting agent. He says: 

“Tf liquidity would be the basis of the 
formula for a rating, then those life com- 
panies that have unquestionably the best 
investments in the world—namely, farm 
and city mortgages—would get a rating 
below ‘A.’ Following the bank holiday, 
liquidity was desirable, and apparently 
those companies that had it were given 
an ‘A’ rating. However, today most 
major companies have an abundance of 
government holdings and cash, and it 
would seem mortgages and high grade 
municipals giving a large yield, are most 
desirable investments in the world. Out- 
standing economists are pointing to the 
desirabilty of real estate due to the 
pesanect of further inflation of the dol- 
ar. 

“If large unit investments were 
frowned upon then many companies 
would get B, C, D, or E ratings, whereas 
today some of them have an A 

“If promptness in payment of death 
claims would be the basis then those 
companies that pay within a few days 
would be entitled to an A rating as 
against a B rating for those companies 
that take a longer time, in payment of 
claims. 

“If size of company determined the 





formula, then only two companies would 
be entitled to an A rating. 

“If the individual or organization used 
as his formula, keep the money at home 
idea, those companies operating in his 
state would naturally get an A rating as 
against a lower rating for those com- 
panies with home offices outside the 
state; likewise, outside the nation. 

“Agents who experience difficulty in 
selling life insurance during times of 
stress often resort to unethical and un- 
scrupulous methods by parading some 
publication showing the rating of com- 
panies, and thus not only weaken their 
chances of getting the business, but do 
untold damage to the institution as a 
whole. It would, therefore, seem as im- 
possible to fairly ‘rate’ a life company 
as it would be a grocery. Surely a gro- 
cer who operated a modern, up-to-date 
store, yet handled only moderately priced 
goods, should not be given a B, C, D, 
or E rating, while the grocer with the 
fancy, high quality merchandise, and 
prompt delivery service would be given 
an A rating. Obviously, it seems difficult 
for any man or set of men to justly, im- 
partially, and accurately give a rating to 
a life company. It does not seem within 
the province of any man or organization 
to say this is a good company and this 
one is not so good. It would seem as 
difficult to ‘rate’ life companies, as it 
would be to ‘rate’ mothers.” 





By R. B. MITCHEL, 


ciency and the overbuilding and general 
overexpansion that occurred prior to the 
1929 crash. The interest-bearing deh 
curve and the population curve were 
steadily increasing at the rate of 5 per- 
cent interest compounded up to that 
time and then began to flatten oy 
largely because of restrictions on immi. 
gration and a wider knowledge of birth 
control. However, many investments 
vere based on the continuation of the 
upward curve at the same old rate, 

Whatever happens, however, life in. 
surance is certainly in a better position 
than most other investors, Mr. Chase 
believes. The temper of the country js 
such that there is little reason to fear 
anything in the way of radical confisca- 
tion by the government of the railroads 
or any other industries, although he 
warned that some proposals now being 
made, which he does not endorse, would 
take over the railroads and pay for them 
over, say, a 20-year period, but without 
any interest. 

The railroads are in a difficult spot, 
he believes, with their huge percentage 
of fixed charges and the inroads that 
busses, trucks, pipe-lines and other car- 
riers have made into their business, 
This does not mean that railroads will 
not always be essential, but that they 
would have difficulty carrying on under 
their present set-up. 

As for general conditions, there is no 
economic reason why there should be 
another breakdown of the nation’s bank- 
ing structure like that of March, 1933, 
he said, nor is there any reason for be- 
lieving that the federal government's ef- 
forts to get business back on its feet 
again and the economic machine work- 
ing normally once more are likely to 
lead to further disasters. It was a job 
that had to be done, he pointed out, and 
even if the Republicans had remained in 
power they would have had to do some- 
thing of the sort. 

There is undoubtedly much that can 
be criticised in the government’s pro- 
gram, he admits. It was hastily and 
even flimsily constructed. It must now 
be strengthened, soundly coordinated 
and rebuilt where necessary. 

On the other hand, he warned that to 
“pull out the plugs,” to dissolve these 
agencies entirely, “to take the govern- 
ment out of business,” as many advo- 
cate, would be to topple the whole eco- 
nomic machine. 









SPEAKERS AT THE LIFE PRESIDENTS CONVENTION 








DR. R. A. FRASER, New York City 
Chief Medical Officer New York Life 


JOHN 8S. THOMPSON, Newark, N. J. 
Vice-President Mutual Benefit 


0. J. ARNOLD, Minneapolis 
President Northwestern National Life 





H. A. BEHRENS, Chicago 
President Continental Assurance 
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Underworld Tries 
Insurance Racket 


Amazing Plot to Loot Abraham 
Lincoln Life Is Exposed 
in Chicago 


BUSINESS IS STUNNED 


“Hot Bonds,” Overdraft, ExConvict, 
Dice Thrower, Figure in the Gro- 
tesque Conspiracy 


Insurance people were stunned as the 
underworld conspiracy to loot the 
Abraham Lincoln Life of Springfield, 
Il, unfolded. It is one of the most 
grotesque stories in the history of insur- 
ance. The story began to unfold when 
Otto Van Derck, clerk in the Amalga- 
mated Trust & Savings Bank, a labor 
institution of Chicago, confessed that he 
was being used in a swindling deal. He 
named Joseph Baiata, alias Marcino, ex- 


convict and insurance company and 
bank manipulator and promoter; Dave 
Barry, prize fight referee, and Abra- 
ham Karatz, a lawyer of St. Paul and 
Chicago, who has been trying to make 
insurance company deals for some time. 

It seems that through the aid of Van 
Derck the conspirators got $25,000 on 
an overdraft from the Amalgamated 
Bank. This was used as the down pay- 
ment for the purchase of the Abraham 
Lincoln, the entire purchase price being 
$400,000. 


Second Payment Planned 


A second payment of $25,000 was to 
have been obtained from the assets of 
the company itself, but this part of the 
program was not consummated. 

Another feature of the conspiracy was 

for the new owners to use assets of the 
Abraham Lincoln to purchase a bank 
in Indianapolis. 
_ Gustaf Lindquist, a former Minnesota 
insurance commissioner, who became 
president of the Abraham Lincoln Life, 
at first protested he was a dupe of 
Baiata and his associates. 

Lindquist submitted to questioning at 
the state’s attorney’s office, but the next 
day when orders were issued for his ar- 
rest, he could not be located. 

The reputation of Lindquist had not 
heretofore been questioned. 

Lindquist has always had a good 
reputation. He had a position with the 
Equitable Life of New York in Minne- 
apolis. Those who knew him were 
much interested in his new venture with 
the Abraham Lincoln, although his 
closest friends were mystified as to his 
financial backing. 

The Baiata people had placed in the 
head office of the Abraham Lincoln an- 
other of their representatives. He was 
Hayden Sanders, who said he was a dice 
shaker at a Chicago cigar counter. He 
became the treasurer of the Abraham 
Lincoln. 

Van Derck Is Assured 


Van Derck said that Baiata explained 
he was buying an insurance company 
and a bank and that the entire shortage 
at the Amalgamated bank would be re- 
paid. This, Baiata told Van Derck, ac- 
cording to the confession, was to be ac- 
complished by putting into the portfolio 
of the bank and the insurance company, 
stolen bonds, to be purchased from crim- 
inals at a low price. 

Lindquist had refused to tell Insur- 
ance Director Palmer of Illinois the 
names of his financial backers and Mr. 
Palmer had been exercising the strictest 
Supervision over the company’s affairs. 
(CONTINUED ON PAGE 12) 

















Editor Dead 


THOMAS R. WEDDELL 


Thomas R. Weddell of Chicago, asso- 
ciate editor of the “Insurance Feld” and 
editor of the “Insurance Post,” died 
Monday evening at his home at Hins- 
dale, Ill. Mr. Weddell was 70 years of 
age, having been born at Wooster, O., 
Oct. 25, 1864. After graduating from 
the University of Chicago in 1886 he be- 
came a reporter for the Chicago “Inter- 
Ocean,” later becoming night city editor. 
In 1891 he became political editor of the 
Peoria, Ill, “Transcript,’ and conse- 
quently became editor and principal 
owner. In 1899 he was appointed insur- 
ance editor of the Chicago “Inter- 
Ocean,” and served later in that capac- 
ity for the Chicago “Tribune” and Chi- 
cago “Record Herald.” Mr. Weddell 
was one of the most conscientious and 








Twisting and Replacements 


Condemned at Jackson Meet 





JONES AND LIVINGSTON TALK 





Equitable Life Vice-President 
Freak Contracts With Fancy 
Names Aid Twisters. 


Says 





Twisting and replacements were con- 
demned at the Michigan Association of 
Life Underwriters annual meeting in 
Jackson by F. L. Jones, vice-president 
Equitable Life of New York, and J. L. 
Livingston, Grand Rapids, Franklin Life 
general agent. The trend of companies 
to issue contracts with fancy names is 
a considerable factor in contributing to 
the twisting of business, declared Mr. 
Jones. The act of analyzing the finan- 
cial statements of competitive compa- 
nies as to unallowed assets, etc., has 
been grossly abused by underwriters, he 
asserted, and should be discouraged. Of- 
ten the agents themselves do not really 
know what they are talking about and 
certainly most of the policyholders do 
not know how to read a financial state- 
ment properly. “Why not get away 
from all these freak contracts, fancy 
arithmetic and financial statement an- 
alyses and admit that in a majority of 
cases each company being considered 
will pay its claims?” he said. 

“Forget the incidental factors and get 
down to fundamentals in your selling. 
The lapse ratio on replaced business is 
three times the normal rate; the mor- 
tality on replaced business is double the 
normal rate. The financial condition of 

(CONTINUED ON PAGE 10) 








systematic insurance reporters. Man- 
aging Editor J. E. Puckette and Asso- 
ciate Editor E. M. Ackerman from the 
Louisville office of the “Insurance Field” 
attended the funeral. 








has begun. 


in their individual giving. 


Independence Square 








The Nation’s Call to Brotherhood 


The mobilization of “every true American 
heart” for the prevention of extreme hardship 
among the unemployed during the coming months 
Tens of millions will give, with gen- 
erosity—not in the sometimes hateful spirit of 
charity, but in that of fraternity and of justice. 


He is my brother who hath need, 
No matter what his race or creed— 
Wherever men in anguish cry, 
Wherever men in sorrow lie, 
Where’er the star of hope hath fled, 
’Tis time to comfort and sustain, 
Let no one cry to thee in vain. 


Life underwriters, even as they so magnifi- 
cently responded during the World War, will in 
this nation-wide enterprise of prevention and alle- 
viation press into the front rank of service, both in 
the strenuous work of soliciting contributions and 


» 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 




















Many Changes Are 
Expected by Jan. 1 


Company Thought Not Unified in 
Regard to Rates, Dividends, 
Surrender Charge 


ANNUITIES MOOT ISSUE 


Many Western Companies Expected to 
Continue More Liberal Contracts 
and Commissions 


Announcements by a few of the lead- 
ing eastern companies of nonparticipat- 
ing rate increases, issuance of partici- 
pating annuities and increased surrender 
charges on life policies, and in some 
cases on retirement income contracts, 
are expected to precipitate a large num- 
ber of similar changes by the bulk of 
the companies which have been hang- 
ing back for the first step in this trend 
toward restrictions. 

However, it appears certain that there 
is no unanimity of thought on these 
changes, and that there will be many 
companies, especially those of the mid- 
dle west and far west, which will not 
for some time follow suit. 


Thought Not Unanimous 


Interestingly, even among the lead- 
ers, actuarial thought is not uniform. 
The dividends on the Equitable of New 
York’s new participating annuities are 
On an increasing scale as the contracts 
grow older, whereas they are decreas- 
ing on the New York Life’s participat- 
ing annuities. 

Even in a considerable number of 
eastern companies it is anticipated that 
there will be no changes in rates, divi- 
dends and policy provisions for some 
time, although the big move to make 
Wa changes is believed to be timed for 
an. 1. 

Reports from the field are that com- 
panies which recently increased their 
rates on annuities, and even those which 
have introduced the participating annui- 
ties, have observed a considerable let- 
down in demand for annuities. A part 
of this may be ascribed to the higher 
rates, but an equally important factor 
is that a number of companies have 
reduced single premium annuity com- 
missions to 2 percent. This was deemed 
a necessary step in the program to 
make annuities self-sustaining in these 
times of low investment yield, but quite 
naturally it discouraged agents from 
spending so much time on annuity sales 
as formerly. 


Reduces Commission 


In the past, several large eastern com- 
panies dominated the annuity field, se- 
curing the large proportion of appli- 
cations. One of these in years past 
paid 4 percent commission on single pre- 
mium annuities. Some time ago this 
company scaled down to 3 percent, and 
now is said to be considering reducing 
to 2 percent. 

Other companies in the east more or 
less have discouraged annuity sales, 
tightening selection, and in some cases 
limiting submissions to full time agents 
of the company and accepting no bro- 
kerage. 

An interesting possibility of the fu- 
ture, if the public demand for annuities 
continues as it has every appearance of 
doing, is that western companies which 
have not made the extreme changes in 
annuities and are maintaining relatively 
high commission scale on thesu, may 
secure an increasingly larger proportion 
of this business. A number of west- 
ern companies are renorted to be con- 
sidering no annuity changes, and to be 
decided on maintaining 3 or 4 percent 
commission on these contracts. These 
factors may have powerful effect in 
(CONTINUED ON PAGE 10) 
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A Problem and a Program 

















N November ist, Vernon W. Holle- 
man became General Agent of the 
Home Life of New York, in the City of 
Washington. Behind this appointment lies 
the story of a problem and a program. 
Our own experience has been that too 
often our general agency organization was 
too much like Topsy. It just “growed.” 
Too often we found ourselves with a va- 
cancy at a kéy point and no man qualified 





VERNON W. HOLLEMAN 
Newly Appointed General Agent 
at Washington, D. C., 
for the Home Life. 


to fill it. As a result of this problem the 
Home Life has had in operation for sev- 
eral years a deliberate program designed 
to thoroughly equip ambitious young men 
to fill its general agency posts as they be- 
come available. It can no longer be 
merely a question of picking a personal 
producer and throwing him into general 
agency work without previous training. 


An Illustration 


No illustration of how this program 
operates could be more clear than the story 
of Vernon Holleman’s progress to date. 

First: An agent in the Mississippi 
Agency of the Company. Here he was 
taught how to produce business and was 
thoroughly grounded in the company’s 
contracts and ‘practices. 

Next, he was made a Supervisor in that 
same agency. Under the direction of the 
General Agent, he hired men, trained men 
and supervised their production activities. 
Without having to assume unaided all the 
responsibilities of a general agency he 
still, with support and direction, met the 
primary problems of an agency while he 
was doing this work. 


Broad Background 


Next he was brought to the Home Of- 
fice and did supervisory work in the Com- 
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HOME LIFE INSURANCE COMPANY 


On Agency matters address: C. C. FULTON, JR., Supt. of Agencies 
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pany’s Agency Department. In _ this 
connection he went into most of the Com- 
pany’s principal agencies, working with 
the General Agent, carrying company plans 
to the agencies and in turn gathering 
knowledge of methods used by various 
General Agents. 

He now goes to Washington to take 
charge of an agency that has been estab- 
ished many years and is vacant because 
the General Agent whom he succeeds is 
retiring after a long and successful career 
with the Company. 


No Readjustments 


Vernon Holleman has no radical ad- 
justments to make in his new job. He 
knows the Company and its contracts. He 
knows its methods of agency development 
and how men can best be employed and 
brought into production. He has an in- 
timate acquaintance with all the Home 
Office staff with whom he must of neces- 
sity work. He faces his new job with the 
best possible equipment. 

This is an illustration of the program 
which is being carried out constantly by 
the Home Life. Other men whose am- 
bitions and aptitude would direct them 
to agency work are following the same 
course. They are at different stages of 
development. Some of them are agents 
in the field and probably have not partic- 
ularly thought at this time of anything 
except successfully selling life insurance. 
Some of them are supervisors working in 
agencies. A limited group are in the 
Home Office Agency Department cooper- 
ating closely in the efforts of the General 
Agents throughout the field. 


A Continuing Plan 


This plan is to be’a continuing program 
for the Home Life. Other men will come 
in and go through this training. We be- 
lieve it is good insurance against that 
failure in general agency work which is 
so costly to the Company and so disas- 
trous to the ifdividual involved. We -be- 
lieve the general agency organization of 
the future cannot just be improvised upon 
a moment’s notice. This is our plan to 
build it. It is a plan which ties in with 
the Home Life’s ideal of building a care- 
fully selected and highly trained sales or- 
ganization whose program is Client Build- 
ing Through Estate Planning. 

A booklet describing Client Building 
Through Estate Planning is available and 
will be sent to anyone interested in it upon 
request, to the Home Life of New York 
at 256 Broadway in New York City. 


(This is one of a series of advertisements 
telling what one company is attempting to do 
to solve the problem of the man in the field 
and to further the progress of its representa- 
tives and the company itself under present 
conditions. Other articles in this series will 
appear later.) 


New York, N. Y. 


JAMES A. FULTON, 
President 




















Pan-American’s Conference 
for Its Managerial Staff 





PROGRAM FOR 1935 OUTLINED 





Officials Discussed with General Agents 
Some Prominent Factors to Be 
Kept in Mind 





With approximately 65 members of its 
managerial staff in attendance, the Pan- 
American Life concluded what officials 
feel to be one of the most successful 
meetings of general agents and man- 
agers held in vears, according to T. M. 
Simmons, manager of agencies. The 
conference, called by President Ellis, 
lasted for two days and was devoted 
entirely to current business matters and 
to plans for 1935. : 

The financial section was the opening 
feature with Mr. Ellis presiding and Dr. 
E. G. Simmons, vice-president and gen- 
eral manager, delivering the opening ad- 
dress covering the present condition of 
the Pan-American. A round table dis- 
cussion, under the heading “$28,000,000 
of Assets and What Is Back of Them” 
followed, with F. W. Gleason, vice-presi- 
dent and secretary, presenting a detailed 
analysis of the investment portfolio and 
with L. B. Trenchard, manager loan de- 
partment, discussing the mortgage loans 
and real estate holdings. It was pointed 
out that the Pan-American is in an un- 
usually strong financial position as to 
liquidity at the present time and with a 
more well-balanced distribution of in- 
vestments than even prior to the de- 
pression period. 


Underwriting and Conservation 


The afternoon session of the first day’s 
conference was given over to the under- 
writing and conservation sections, Dr. 
Marion Souchon, vice-president and 
medical director, presiding at the former 
and Dr. Simmons at the latter session, 
each delivering an introductory address 
opening the discussions in his section. 
In the underwriting section, S. E. Alli- 
son, vice-president and actuary, led the 
round table discussion of “Underwriting 
Trends in 1935” with especial respect to 
occupational hazards, while R. C. Voss, 
assistant medical director, presented a 
discussion of blood pressure and its im- 
portance in underwriting, pointing out 
that deaths resulting from cardio-renal 
ailments had increased rapidly during 
recent years and explaining why abnor- 
mal blood pressure so often forms a 
cause for rejections. 

H. W. Mizell, supervisor of conserva- 
tion, discussed in detail plans for lapse- 
prevention and reinstatement of lapsed 
policies, distributing a newly created 
manual on conservation. A number of 
new conservation plans have been de- 
veloped for agencies and will be placed 
in active operation throughout the field 
during 1935. 

At the banquet E. J. McGivney, vice- 
president and general counsel was the 
speaker. 


Agency Section Conference 


_ The entire second day of the confer- 
ence was devoted to the agency section, 
Dr. Simmons opening the meeting and 
presenting John X. Wegmann, president 
of the New Orleans Association of Com- 
merce and a director of the Pan-Amer- 
ican, who discussed agency affairs from 
the standpoint of the directors. S. J. 
White, also a director, was presented 
to the conference. 

Simmons was in charge of the 
sessions devoted to recruiting, prospect- 
ing, sales talks, home office sales aids 


‘and agency quotas of man power, pro- 


duction and increases in insurance in 
force for 1935. C. J. Mesman, assistant 
secretary, explained the home office 
budget system as it affects the agency 
organization while John W. Murphy, 
public relations manager, discussed home 
office direct-mail systems for recruiting 
and prospecting for insurance buyers. 
Announcements were made that the 
salary continuance plan will be installed 
on a much more extensive basis the com- 
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Slated for Promotion 
to Presidential Position 








DAN C. BONEY 


Dan C. Boney, North Carolina insur. 
ance commissioner and vice-president of 
the National Convention of Insurance 
Commissioners for the last two years, 
will undoubtedly be promoted to the 
presidency at the annual meeting at St, 
Petersburg, Fla., Dec. 4-6. In adminis. 
tering the affairs of the North Carolina 
department since his appointment in 
1927, following two years’ prior service 
as deputy commissioner, Mr. Boney has 
‘shown himself clear headed and eni- 
nently fair in his consideration of all 
questions coming before his department. 
In the past quarter century North Caro- 
lina has been fortunate in having as its 
insurance commissioner three men of 
outstanding merit—J. R. Young, Stacey 
Wade and Col. Boney. Col. Young was. 
vice-president of the National Conven- 
tion in 1913, and its president the suc- 
ceeding year. 








Proprietors Are Today 
the Big Policy Buyers 





A significant buying trend has been 
disclosed by the latest analysis of large 
buyers of insurance made by the Lin- 
coln National Life. Men in business 
for themselves are again buying large 
policies where in the two years past, 
large buyers were found almost exclu- 
sively among salaried men. In 1932 and 
1933 large buyers were much more 
scarce. 

Owners and managers of oil and gas 
fields led in the latest analysis. Oper- 
ators of iron and steel plants held sec- 
ond place, and physicians and surgeons 
third. 








ing year and that other sales aids are 
being developed for the field man. 

An outstanding feature was the award- 
ing of two trophies, both won by the 
New Orleans agency under the manage- 
ment of Miss B. B. Macfarlane, Louisi- 
ana-Mississippi supervisor. The first 
was offered the agency producing the 
greatest volume of paid insurance dur- 
ing the 1934 “President’s Month” cam- 
paign in August, while the second was 
the E. G. Simmons cup, offered by the 
G. S. Fox Agency of Cincinnati to be 
awarded to that agency which in the 
period ending June 30, 1934, -vrote the 
greatest percentage of new insurance on 
the lives of policyholders. 


Sales Gains Made 


Ohio State Life—October paid_ busi- 
ness increased 58.8 percent, continuing 
the large gains wri ane this year. 

* 


State National, St. Louis—October 








best month since 1931. 
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Advocates Fingerprinting 
of Applicants in Selection 













L, W. SCHLEH PRESENTS VIEWS 












Tells Detroit Actuaries That Records 
Would Improve Experience—Several 
Underwriting Problems Discussed 














DETROIT, Nov. 28.—Fingerprinting 
of applicants for life insurance as a 
means of improving selection and mor- 
tality was advocated before the members 
of the Detroit Actuarial Club at the 
November meeting by L. W. Schleh, 
acting actuary of the Detroit Life. Mr. 
Schleh expressed the belief that such a 
procedure could be carried out by the 
medical examiners when the applicants 
are examined. 

Selection would automatically ‘be im- 
proved by use of this method, he as- 
serted, since gangsters, racketeers and 
persons secretly engaged in undesirable 
or criminal pursuits would refuse to be 
fingerprinted and thereby relieve the 
companies of undesirable risks. He cited 
several cases that developed in Detroit in 
recent years where the forestalling of 
unjust claims could have been brought 
about more easily had fingerprints of 



























insur 
lent of the policyholders been available. In 
urance some of these cases, alleged widows en- 
years, fm deavored to collect on their husbands’ 
© the Me policies after their husbands had de- 
at St. serted them, and the companies involved 
minis. were put to a great deal of trouble to 
rolina locate and prove the identity of the men 
nt in in question. 
ervice Underwriting Is Theme 
Pe: Underwriting was the theme of the 
of all meeting. Dr. B. F. Black, medical di- 
mel rector Maccabees; Dr. R. J. Scott, med- 
Com ical director Michigan Life, and Dr. C. 
nn 3 D. Moll, assistant medical director De- 
a a troit Life, were present and contributed 
tacey to the discussions. 
“a _The present tendency to reduce age 
a “_ limits on non-medical forms was brought 
oak out. It developed that many of the 
companies represented at the session 
have reduced their limits from 45 years 
—- for both sexes to around age 40 for men 
and 35 for women, and others contem- 
plate doing so in the near future. 
ers A discussion of foreign-born applicants 
brought out a diverse opinion as to the 
advisability of accepting them on non- 
een médical forms, some companies making 
arge it their practice to do so and others 
Lin- not. The same thing is true of unem- 
ness ployed persons, except that a majority 
irge of the companies represented will ac- 
ast, cept them if individual circumstances 
clu- appear to warrant this procedure. 
and The hazards to the health of persons 
ore engaged in the beer and liquor indus- 
tries and their desirability as insurance 
gas risks developed the fact that most com- 
er panies rate beer and liquor plant em- 
ets ployes as substandard risks. Blood pres- 
vas sure problems and intermediate risks 
were also discussed. Fred Hamm, Mac- 
cabees, reviewed the recent convention 
= of the American Institute of Actuaries. 
are a 
“ lowa Companies’ “Ads” Will 
0 Boost National Convention 
S1- 
‘st DES MOINES, Nov. 28—At a 
he meeting of the publicity committee for 
r- the 1935 convention of the National As- 
n- Sociation of Life Underwriters, repre- 
as sentatives of five local life companies 
1€ announced their intention of devoting 
De the space which they ordinarily use for 
12 advertising purposes in insurance pub- 
le lications for promoting attendance at 
n the national convention in Des Moines 


next year. In addition, some space in 
these companies’ own house organs will 
e devoted to the encouragement of 
convention attendance. 
é S. A. Swisher, Jr., Equitable Life of 
g Towa, will act as a referee or clearing 
house to assist in the arrangement o 
an orderly program, to avoid duplica- 
tion of subject matter or theme by these 
Companies in the same issue of an in- 










surance journal. This program will 
move forward on all fronts starting in 
January. 

Members of the publicity committee 
are: E, R. Gray, Prudential, chairman; 
Chester Cogswell, National Life of Des 
Moines; Mr. Swisher, John McCarroll, 
Bankers Life of Iowa; G. F. Wall, Yeo- 
men Mutual Life; Roy Campbell, Cen- 
tral Life of Des Moines, and Henry 
Haynes, “Underwriters Review.” 


Issues Frazier-Lemke Injunction 


SOUTH BEND, IND., Nov. 28.— 
Federal Judge Slick has issued an in- 
junction under the Frazier-Lemke act 
preventing the sheriff of Benton county, 
Ind., from delivering a deed to the La- 
fayette Life, following the expiration 
of the period of redemption on the farm 
of Bertha Lowman. The suit was 
brought just prior to close of the_re- 
demption period. The Lafayette Life 
attacked the constitutionality of the new 
law, but in his injunction ruling Judge 
Slick does not pass on the constitu- 
tionality feature. 

“Counsel for the Lafayette Life have 
requested additional oral argument on 
the question of the constitutionality of 
Section 75,” he says. “If this is desired, 
time will be assigned to hear oral argu- 
ments on that question. In the mean- 
time, however, the injunction will issue.” 





Selection of Prospective 
Agents Requires Study 














Life companies have adequate mor- 
tality data to make effective forecasts 
in risk selection but too much is left 
to guess and speculation in the selection 
of agents, said Dr. Julian Pennington of 
Atlanta, Ga., before the Industrial In- 
surers Conference. Questionnaires that 
will cover to a closer degree the needs 
of the life companies in employing 
agents were urged. A number of un- 
desirable characteristics of the prospects 
cn thus be detected before it is too 
ate. 

Because the applicant in answering 
the questionnaire is naturally partial to 
himself, it is essential that a definite in- 
terlocking question and answer system 
be used so that the person who studies 
the answers will be able to detect any 
fundamental discrepancies, resulting 
from ignorance or otherwise. For that 
reason the questions deal with psycho- 
logical rather than ordinary subjects. 
The usual record of one’s age, educa- 
tion, background, form of vocational 
experiences, etc., in many cases fail to 
be of any value. 

Success is greatly a matter of finding 
the work that calls into play the strong- 


oo traits and natural gifts, said Dr. 
Pennington. It is therefore important 
that the applicant has the traits suited 
for the insurance. business. Sales di- 
rectors must continue to apply the cor- 
rective methods in training but they 
must also be sure that those who are 
placed in training really have the ca- 
pacity to eventually make good. 


Plans Provided to Float 
Loan for Building of Church 


The Christ the King Church, Dixie 
Highway North, South Bend, Ind., found 
it necessary to float a loan for the pur- 
pose of erecting a new church building. 
Giles L. Cain of the George R. Schulte 
Agency, United Mutual Life, presented 
the pastor and trustees a plan whereby 
the loan would be liquidated by the 
same amount of life insurance. As a re- 
sult 38 members of the congregation are 
being insured on endowment policies to 
mature the loan in 15 years. 


Dieterle with Yeomen Mutual 


F. J. Dieterle has been appointed St. 
Louis manager of the Yeoman Mutual 
Life. He formerly was St. Louis man- 
ager of the Continental Life. He will 
make his headquarters in the Boatmen’s 
Bank building. 
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NYNL’s “Pave the Way” Mail 
Advertising Service had a distinct 
honor conferred upon it recently 
when it was awarded first place 
among all the direct mail exhibits 
at the 1934 convention of the Life 
Advertisers Association in Mem- 
phis, Tennessee. The three judges 
who chose “Pave the Way”’ as the 
best mail advertising service were 
a life insurance agency manager, 
an advertising agency executive, 
and a newspaper advertising man. 
Many NYNL fieldmen have been 
giving *‘Pave the Way”’ first place 
in their prospecting programs for 
a long time. 





“Pave the Way” is divided into 
two types of letters—one designed 
merely to introduce the salesman, 
the other aimed at getting replies. 
How well the first type does its job 
cannot be measured objectively, 
but the effectiveness of the latter 
type is ably demonstrated by the 
results obtained from 11,282 typi- 
cal letters mailed out. These let- 
ters produced 2,429 replies and 
$1,006,658 of new business. The 
average policy sold was $3,185. 
Further analysis showed that for 
every 100 names circularized, ap- 
proximately A ss of insurance 
was written. Every eighth prospect 
called on became a jalephiies 
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Overinsurance Is Watched 


Financial Side of Risk Selection Is Continuing as Most 
Important Factor Despite General Business Improvement 





NEW YORK, Nov. 28.—Despite im- 
provement in general business condi- 
tions, the financial side of underwriting 
continues to be the current problem of 
selection departments. Other aspects of 
the approval of risks are more nearly 
what they would be in normal times, 
but the ovérinsurance question, with its 
threefold hazard of suicide, hidden im- 
pairments and adverse selection after is- 
sue, lingers on as an unpleasant re- 
minder of the depression. A 

Although there is an impression that 
financial underwriting has eased up, 
many underwriters disclaim any change 
in their standards,-saying the supposed 
change is merely a reflection of improved 
business conditions in the respective ap- 
plicants’ fields. Thus, a year ago the 
optimism of a business man in a certain 
line about his future prospects may have 
been discounted heavily by selection de- 
partments, while today his optimism may 
appear to be much nearer being justified 
by actual conditions and a bettered out- 
look. 


Desire for Overinsurance 
Usually Causes Rejection 


However, underwriters are as chary as 
ever in cases where the applicant wants 
more insurance than he_ reasonably 
should have. Even if he is merely the 
victim of a misguided zeal for insur- 
ance, it is better for a company to turn 
him down, as experience has shown that 
his enthusiasm wears off quickly and 
he usually lapses when the next premium 
comes up for payment. 

Suicides have improved considerably, 
the percentage of improvement being 
about the same in numbers as in volume, 
indicating even division among large and 








AVAILABLE 


Young man thorcughly experienced with 8 years 
in accounting end of life insurance with two of 
the largest companies, last four years as office 
manager and cashier; desires permanent, re- 
sponsible position with substantial company, 
either in branch or home office. Twenty-nine 
years of age, looks considerably older, family of 
three. No objection to travel or location and has 
no exalted ideas con salary—wants a 
chance to prove worth. Available after January 
Ist because of reorganization of agencies and 
consequent slashing of overhead. Excellent ref- 
Address B-10, The National Under- 








small cases. The self-destruction rate is 
far from being back to normal, however, 
and underwriters are quick to sense the 
suicide hazard where  overinsurance 
crops up. 

One of the largest suicide claims of 
the depression period, running well above 
$1,000,000,- was clearly linked with over- 
insurance, for it was subsequently re- 
vealed that not a cent of premium had 
been paid on the policy before it became 
a claim. 


Underwriters Watchful for 
Highly Speculative Types 


Of course there are many cases in 
which the insurance was not é€xcessive 
at the time of issue but became so later 
through change in the policyholder’s cir- 
cumstances. Nothing can be done about 
these, except to be wary about appli- 
cants in highly speculative types of busi- 
ness, and whose records show spectacu- 
lar alternations between rags and riches. 

Adverse selection after issue arises 
where overinsurance exists and the pol- 
icyholder has discovered some hitherto 
hidden impairment which causes him to 
cling to an amount of insurance which, 
if he were in normal health, would be 
so burdensome that he would drop it 
after his own enthusiasm or the agent’s 
persuasive powers had lost their effect. 

It is still an open question among 
underwriters whether, despite the urge 
of impaired policyholders to hold fast 
to their insurance, it is not in general 
the healthier group which is able to 
forge to the front in the general struggle 
and which tends to keep the better hold 
on its life insurance and other property. 


Tends to Cause Increased 
Mortality in Persisting Risks 


Whichever view eventually proves to 
be the true one, overinsurance obviously 
tends to raise the mortality of the per- 
sisting policyholders, particularly since 
mortality is usually regarded by dollar 
amount rather than by number of policy- 
holders. 

Hidden impairments are a very im- 
portant cause of overinsurance. When- 
ever an applicant seeks more insurance 
than he can afford, it is quite logical to 
assume that he knows more about his 
physical condition than any doctor is 
going to find out. Some hidden impair- 
ments are difficult to detect. Some are 





absolutely impossible to learn about un- 
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Open Opportunity 


for an Experienced 


Life Insurance 
Agency Supervisor 


The greatest opportunities in life insurance today are with 
companies young enough to give able men a chance to grow 
with the organization—yet old enough to have demonstrated 
extremely capable management. 

We offer such an opportunity. We are looking for an expe- 
rienced, capable, successful home office supervisor to appoint 
and supervise general agents in Iowa and southern Minnesota. 
This man’s record must show that he has exceptional ability 


Ours is a mid-western stock company, in excellent financial 
Our executives are young and progressive. 
record of growth and sound management is something you 


Replies will be held in strictest confidence. 


Address B12, The National Underwriter 
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Agency Speaker 














E. B. STEVENSON, Jr., Nashville Tenn. 


The Association of Life Insurance 
Presidents always has an agency leader 
on the program for its annual meeting. 
This year it has selected E. B. Steven- 
son, Jr., vice-president of the National 
Life & Accident of Nashville, Tenn., one 
of the foremost men in his particular 
line of life insurance activity. He is 
prominent in the American Life Con- 
vention, the Life Insurance Sales Re- 
search Bureau and the Association of 
Life Agency Officers. 








less the applicant or his doctor tells of 
them. 

Angina pectoris is the easiest impair- 
ment to conceal effectively. A man may 
suffer his first attack in the absence of 
any witnesses and then load up with life 
insurance before seeing his doctor. An- 
gina leaves no trace, at least in its early 
stages. After that, continued attacks 
have a perceptible effect on the heart. 
It is believed to be a sort of cramp or 
spasm of the heart muscle, analogous 
to a cramp in the leg. And there is no 
way of telling that an attack has taken 
place any more than it can be told if a 
man has suffered a cramp of the leg, un- 
less someone witnessed it. 


Reese Wilkinson on Stand 
in Probe of Tangled Web 


LINCOLN, NEB., Nov. 28.—An in- 
vestigation to determine, if possible, 
what has become of something like 
$72,000 surplus notes and other assets 
of the National Old Line Life, now in 
the hands of an agent of the insurance 
department, caused Reese Wilkinson, its 
former president and also head of the 
Indemnity Company of America, to 
spend the better part of three days on 
the witness stand the past week. 

S. F. Mutz, department attorney, said 
Wilkinson had organized some i7 dif- 
ferent companies in the last few years 
and had used these as vehicles for many 
of his varied business transactions. 
Auditors are now at work on the books 
of the company, which sold some $100,- 
000 in stock but never sold more than 
a nominal amount of insurance, and it 
was to aid them in tracing the trans- 
actions that Wilkinson was cited to ap- 
pear. <A $20,00 mortgage on the Wil- 
kinson home was alleged by the re- 
ceiver to have disappeared from the of- 
fice of the company, but Mr. Wilkin- 
son brought it into court, testifying that 
it belonged to the American Central 
Burial Association, of which he is presi- 
dent. He drew $5,000 a year as presi- 
dent of the life company and $1,800 as 
indemnity company executive. Mr. Wil- 
kinson_ said that the Western Invest- 
ment Company, of which he was presi- 
dent, was general agent for the life 





Expect Murphy to Succeed 
Clark in Iowa Departmen 





EARLY OHIO SELECTION SEpy 





Choice Is Now Reported to Have Bee 
Narrowed Down to Bowen, Conn 
and Kreiter 





DES MOINES, Nov. 28. — Ray 
Murphy, Ida Grove, Ia., now chairman 
of the state tax board is expected to be 
named insurance commissioner to succeej 
E, W. Clark July 1. A possible obstack 
is that Governor Herring is reluctant 
to transfer Mr. Murphy to the ingyr. 
ance department unless he can induce a 
man of equal ability to take the tax 
board job. Another is that Mr. Murphy 
is in line for election as national com. 
mander of the American Legion in 1933, 

It was rumored that Mr. Clark might 
resign before expiration of his term but 
it is now stated definitely that, while he 
does not expect to be reappointed, he has 
no intention of resigning. 


EXPECT OHIO APPOINTMENT SOON 


COLUMBUS, O., Nov. 28.—With the 
selection of A. A. Benesch of Cleveland 
as state director of commerce under the 
new Davey administration, insurance 
men expect a new superintendent of in- 
surance to be named at an early date. 
It is stated that the man has been agreed 
upon and others who are seeking the 
place have been told that they are wast- 
ing their time. It is said in well-in- 
formed insurance circles that the selec- 
tion has narrowed down, so far as the 
general public knows, to R. L. Bowen, 
an agent of the Northwestern Mutual 
Life in Cleveland; Judge H. L. Conn of 
Van Wert, former superintendent, and 
L. H. Kreiter, the present deputy super- 
intendent. 

Mr. Bowen is said to be a close friend 
of Governor-elect Davey and to have 
written a large volume of insurance on 
Mr. Davey’s life. Some of Judge Conn’s 
friends say he can have the place if he 
wants it. It is known that powerful in- 
surance organizations are now urging 
Mr. Kreiter. A spokesman for Mr. Davey 
asserted some time ago that he would 
appoint an insurance man to the place 
if he were elected. 


FOUR NEBRASKA CANDIDATES 


LINCOLN, Nov. 28.—In addition to 
Insurance Director Lee Herdman ant 
George Mullen of Omaha, F. E. Robin- 
son, Lincoln attorney, recently defeated 
for the Democratic nomination for at 
torney general, and Representative C. E. 
Jackman of Grand Island are candidates 
for appointment as head of the Ne 
braska department. 








the former executed three mortgages for 
$50,000 to the latter, and that the in- 
yestment company was in bad shape and 
unable to pay. He also testified that he 
had put $30,000 in the indemnity com- 
pany and has nothing to show but col- 
lateral notes, and claimed the action of 
the department caused him to lose the 
sale of the indemnity company fot 
$10,000 or $15,000. : 


Hearing to Be Resumed 


Part of the deposit with the insurance 
department was a $15,000 mortgage 01 
real estate executed by the Federal Oil 
Company, another Wilkinson corpora- 
tion, whose capital stock was owned by 
the Western Investment Company, and 
the receiver said the property was as 
sessed for about $4,135. Wilkinson ad- 
mitted investing $6,600 in stock of the 
Continental Fire when it was selling at 
33 and having to let go when it had 
dropped to 9, but said he had hoped by 
this transaction to make sufficient profit 
to pay off judgments against the life 
company and taxes on property 01 
which it had mortgages. .The hearing 





company, and that he was present when 











is to be resumed later. 
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Pros and Cons of Low Cost 
Life Contracts Are Debated 





ACTUARIES IN OPEN FORUM 
Consulting Actuary Glover Presents 
Interesting Paper at Meeting of 
Chicago Club 





In view of the low level of invest- 
ment yield and the consensus among 
life company executives that little 
change for the better may be expected 
for several years, there may be a num- 
ber of benefits to be derived from sell- 
ing an increased proportion of low 
premium life contracts with lesser in- 
yestment element, but there are disad- 
vantages which might serve as an off- 
set, it was Observed in the open forum 
of the Chicago Actuarial Club devoted 
to the subject “Low Premium vs. High 
Premium Contracts.” 

Undoubtedly the low priced contracts 
in these times present an appeal to 
people needing life insurance protection 
but having limited income, and the com- 
pany which would concentrate on the 
sale of such forms without doubt would 
enjoy a business revival. 


See Some Anti-Selection 


However, several of the actuaries felt 
that low premium forms bring definite 
anti-selection, as they appeal to persons 
desiring primarily death protection, and 
not interested now in living values. 
They also probably would be selected 
by persons planning to commit suicide 
two years later when the policies be- 
come incontestable. There is, the ac- 
tuaries said, increased mortality on these 
forms. Against the argument that the 
company which can secure enough pre- 
mium rate on the low priced forms to 
meet the high mortality factor probably 
will make money, is the strong possi- 
bility that agents, having been trained to 
sell low cost forms would be slow to 
give them up. After the depression pe- 
riod had passed and the company 
wanted to secure a better distribution 
between low and high cost policies, this 
might be difficult. 


Lower Commission Return 


There is also the undoubted fact that 
even with jiarger than average volume 
production, an agent selling mainly low 
cost forms has a hard time to earn 
enough commission to meet expenses. 
The subject was developed by L. A. 
Glover, consulting actuary in an inter- 
esting paper. R. I. Booth, statistician 
Travelers, president of the club, pre- 
sided. 

“The public is becoming very ju- 
dicious in its buying these days,” Mr. 
Glover said. “This is evident in life in- 
surance. The public has been slow to 
learn about life insurance, but it is show- 
Ing progress now. After having bought 
many policies, exercised many of the 
options and privileges therein, seen 
liens, moratoriums placed upon the con- 
tract provisions, watched badly skidding 
dividends and read wth more or less 
intelligence the cruel and ungodly pub- 
liity which has been given the unfor- 
tunate cases of failure of companies— 
especially in our own state—is it any 
wonder that the public is beginning to 
tead its policies and analyze the pub- 
lished statements of underwriting com- 
panies? 

“They bought bonds on the banker’s 
Say-so and lost their savings either be- 
cause of misinformation, or no informa- 
tion. They are so canny now that they 
are not content with a company that is 
eyond criticism; they are looking and 
hoping for the actuary’s pencil to slip. 
“They know, and we know, that the 
8eneral trend in life contracts is to 
higher levels of cost, evidenced in lower 
interest guarantee, higher loadings, 
Ower dividends and larger surrender 
charges, 

“The new Illinois code is suggesting 





a new departure with which I am in 
hearty accord—permitting a _ higher 
charge in obtaining cash values than for 
computing non-forfeiture options. 

“In general, the public always wants 
more. for its money than it is possible 
to give. It wil buy a high premium 
policy if it appears to give more than 
the money is worth. It will buy a low 
premium policy for the same reason. 


Difficult Problem to Solve 


“If you sell the low premium policy 

you look chiefly to mortality savings, 
surrender charges and loading for a 
profit. If you sell the high, you are 
supposed to make a substantial part of 
your profit from excess interest. How 
can it be done? Between the security 
market and the emergency code of the 
state of Illinois there is no answer. 
_ “I have several clients with prem- 
ium deposit clauses in their contracts 
which guarantee from 3 to 4 percent in- 
terest on such funds. As far as it is 
politely possible, they are discouraging 
policyholders from making these extra 
deposits for the simple reason that they 
are realizing in some cases far less than 
2 percent net on their investments. 

“One association felt this lack of in- 
terest income so keenly that it is now 
seriously considering making all the 
older policyholders a special inducement 





to accept the reserve on their policies in 
cash, thus relieving the association of a 
4 percent interest guarantee on large 
reserves and, incidentally getting them 
off the books at a time when they have 
ceased to be profitable from the stand- 
point of mortality. New policy plans 
are more welcome now in the day of 
the New Deal and the Alphabet Era.” 

Mr. Glover said his office has been 
busy for months devising attractive con- 
tracts to meet the demand of the times, 
including a term to age 60 with modi- 
fied whole life option; low cost whole 
life with two years extended insurance 
as a non-forfeiture provision; inter- 
mediate policy with monthly rates, paid 
up at age 75, and modified life ex- 
pectancy plan. 


“Selection” San Antonio Topic 

The San Antonio Managers & General 
Agents Club at its monthly meeting fea- 
tured an open forum on “Selection” con- 
ducted by O. D. Douglas. Arrange- 
ments for the San Antonio sales con- 
gress were announced as complete, and 
Jan. 31 was set as the date. 


Olsness Hail Division Head 

BISMARCK, N. D., Nov. 28.—Har- 
old Hopton, insurance commissioner- 
elect of North Dakota, has confirmed 








Holds Phone Conference 
With Leading Producers 


P. F. Cranefield, director of the 
new business department of the 
National Guardian Life of Wis- 
consin, has introduced an inno- 
vation that is proving highly suc- 
cessful in getting new business. 
Every Monday morning he has an 
appointment telephone conference 
with a number of the leading pro- 
ducers of the company in vari- 
ous cities throughout Wisconsin 
and Minnesota. By appointment 
all of these gentlemen are on the 
telephone at the same time listen- 
ing to Mr. Cranefield and adding 
their comments to the general 
ee for a matter of a half 

our. 














the report that he plans to retain S. A. 
Olsness, present head of the department, 
as director of the hail insurance division. 
Mr. Hopton was formerly in the state 
department working under Mr. Olsness. 

A. S. Aslakson, present head of the 
hail insurance department, will be dep- 
uty commissioner. 
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IF NOT— 


Do you know definitely—and exactly—how much work you should 
¥ do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


MAKING 
A GOOD 
LIVING | 
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Michigan Association Holds 
Enthusiastic Annual Meet 





MAJOR ISSUES ARE DISCUSSED 





Agents’ Qualification and Licensing, 
Twisting and Legsilation Viewed— 
Change Fiscal Year to June 30 





JACKSON, MICH., Nov. 28.—Dis- 
cussion of such major problem as 
agents’ qualifications and probationary 
licensing, replacement and twisting of 
business, the counsellors’ law and legis- 
lation brought out 250 agents, the larg- 
est attendance in history to the annual 
convention of the Michigan State Asso- 
ciation of Life Underwriters here. 

President J. A.- Pino, Mutual Benefit, 
Lansing, asserted that organized activi- 
ties have become so important that if 
the national, state and local underwrit- 
ers’ associations did not exist, under- 
writing would cease to exist. 


Only a Tenth Members 


W. E. J. Edwards, Lansing, reported 
that there are 10,300 licensed life under- 
writers in the state, 1,000 of whom are 
members of any association. 

H. B. Thompson, Detroit, secretary- 
treasurer, reported for the agents’ qual- 
ifications committee, proposing a pro- 
bationary license for the first year. A 
permanent license would be issued if 
production proved satisfactory, The 
limit of first-year production was pro- 
posed at $60,000 in urban communities 
and somewhat less in rural districts. 

Mr. Thompson also recommended 
that the present counsellors’ law, which 
has provoked a good deal of unfavor- 
able comment of late, be repealed be- 
cause of the abuses that have crept into 
the business because of it. The speaker 
asserted that as much or more insur- 
ance would be written if the number of 
licensed underwriters were reduced by 
one-half, eliminating the unfit and the 
part time agents in the urban centers. 
Business would be more persistent and 
policyholders would be given better 
service. Action on the proposal was 
delayed. 

H. B. Florer, Grand Rapids, presided 
at the luncheon. A. P. Steler, mil- 
lionaire producer of the Mutual Benefit 
in Detroit, talked on “Organizing for 
Production.” 


Commissioner Talks 


Commissioner C. E. Gauss, spoke on 
“The Policyholder and You” at the 
afternoon session with G. E. Lackey, 
Detroit general agent Massachusetts 
Mutual, presiding. “The depression has 
brought home to the policyholder the 
value of life insurance to such an ex- 
tent that a new era of underwriting on 
a larger scale is not only to be ex- 
pected but is here right now,” said Mr. 
Gauss. “As long as the underwriters 
contacting the insurance-buying public 
maintain a position worthy of trust, pol- 
icy loans and other similar problems 
that are worrying the agents and com- 
panies will tend to take care of them- 
selves.” 

Seth W. Ryan, Detroit general agent 
Penn Mutual, formerly of Birmingham, 
Ala., in speaking on “A One Hundred 
Percent Membership,” told how the 
Birmingham association secured 100 
percent membership by emphasizing 
among the agents the value of organ- 
ization. 

C. A. Macauley, state agent John 
Hancock, Detroit, on “Planning for 
Effective Organization,” pointed to the 
success of the meeting as an example 
of what organization ‘cani do. “We 
must think twice before we advocate 
highly technical examinations for li- 
censes as a means of eliminating the 
unfit,” he said. “This method would be 
cumbersome, expensive and a burden 
on the insurance department. The elim- 
ination of incompetent agents and the 
part timers, which is being advocated 
by some of the local associations in the 








| Starts Soon on New Home Office 
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President C. F. Williams of the West- 
ern and Southern announces that work 
will start within 30 days on an addition 
to the home office in Cincinnati. The 
new building, seven stories high, will be 
on the east side of McAllister street fac- 
ing the rear of the main building and 
present annex on Broadway. 

The building was designed by the 
Hannaford firm of Cincinnati in conjunc- 
tion with Al Wachtel of the company 
and C. J. Kiefer, engineer in charge of 
mechanical design. The basement will 





be sufficiently large to accommodate a 
heating plant to serve all present as well 
as any future buildings on the Western 
& Southern company’s properties. The 
first floor will be given over to a kitchen 
and a dining room seating 400, where 
employes and officials will be served. 
Fhe second floor will house men’s and 
women’s recreation and first aid rooms. 
The remainder of the building (each floor 
of about 9,000 square feet area), will be 
utilized for filing, storage and open 
offices, 








state and is being adopted by some of 
the general agents and managers, is not 
so much a problem for the insurance 
commission as for the companies and 
managers.” 

Life insurance interests shou!d ex- 
ercise every means of aiding in the re- 
taining of Commissioner Gauss in office 
under the new state administration be- 
cause of his fitness for the position and 
his grasp of the work and sympathy 
with the problems of the busness as 
well as his capable administration of the 
office for the benefit of policyholders, 
Mr. Macauley declared. 

Roger B. Hull, managing director of 
the National Association, expressed ac- 
cord with Mr. Macauley’s remarks and 
asserted that Commissioner Gauss is 
with but one exception the best com- 
missioner with whom he has ever come 
into contact. He recommended co- 
operation with the new deal regardless 
of political affiliations as a means of 
keeping the ship of state on her true 
course. 

Sam Goldfarb, manager Old Line Life 
and president of the Jackson associa- 
tion, presided at the dinner in the eve- 
ning. 

Jones Talks at Public Meet 


F. L. Jones, vice-president Equitable 
Life of New York, addressed 850 agents 
and policyholders at a mass meeting in 
the evening on “The Trusteeship of 
Your Life Insurance,” giving the pub- 
lic an insight into the reasons why life 
insurance came through the depression 
in such fine shape and why it offers 
such an excellent means of protection 
and investment. The mass meeting was 
billed as a “Life Insurance Policyhold- 
ers Convention.” P, J. Crandall, man- 
ager American Life and President Jack- 
son Chamber of Commerce, presided. 

C. F. Yates, New York Life, Ann Ar- 
bor, presided over the breakfast round- 
table on local association problems Sat- 





urday. H. C. Brogan, district man- 
ager, Great West, Lansing, described 
the Lansing association’s financing pro- 
gram and asked every local secretary 
to submit financing suggestions for dis- 
tribution to all organizations, 

G. V. Gregory, New York Life, Jack- 
son, ex-newspaper man, told how to get 
newspaper publicty for life insurance 
and associational activities. 

“The Michigan association has be- 
come something that the department 
can and will lean upon,” said Ralph 
Wade, deputy commissioner. “You can 
save us much time and bother by more 
careful scrutiny of applications and by 
evolving suggestions for revamping 
legislation. Let me warn you of the 
encroachments of aid societies, which 
have become a real menace in the state. 
Publicize the nefarious nature of these 
organizations and report their appear- 
ance in your locality promptly to the 
commission. Be careful, too, of the 
pseudo-raters who will give a rating too 
high or two low to a company for a 
consideration.” 


Resolutions Not Passed 


Mr. Hull closed the session with a re- 
quest for material from the Idcal.asso- 
ciations to be used in the series of 
booklets that President Riehle is plan- 
ning to issue on association problems 
and methods of procedure. 

In the resolutions it was decided to 
change the fiscal year to end June 30 
and hold the annual meeting in May. 
The present officers will be held over 
until July 1. The Detroit association 
will nclude state news in its “Q Bul- 
letin.” and distribute it to state mem- 
bers. This was adopted. A resolution 
that the association study the desira- 
bility of cooperating with the fire and 
casualty associations in the state on 
legislative problems was referred to the 
council. A resolution urging a larger 
appropriation for defraying the ex- 


Unusual Surrender Value 


Clause Drafted by Compan 


DIFFERENT FROM $25 Flat 





Results in Lower Values Generally fo 
Six Years, Then Larger Than 
on Usual Basis 





NEW YORK, Nov. 28.—In an effor 
to curb the expense of early lapses, one 
of the outstanding companies has de. 
vised a surrender value clause which, 
although the policy is on a 3% percent 
American Experience reserve basis, pro- 
vides that where a stated formula, based 
on the American Men Ultimate 3% per. 
cent table, will provide a greater cash 
value than would result from application 
of a flat surrender charge of $25 pe 
$1,000, that formula shall apply. 

At age 35, the result is a scale grant. 
ing somewhat lower values than at pres. 
ent until about the sixth policy year, 
after which point the. proposed new 
scale grants larger values than the pres- 
ent one. As the new contract form has 
not been officially announced, there is of 
course a possibility that it may not even- 
tually be issued in this form. 

Provisions of Clause 


The proposed clause states that sur- 
render values shall be granted on the 
basis of the full reserve on the Ameri- 
can Experience 3% percent less a sur- 
render charge of 21% percent of the 
amount insured, “except that larger 
benefits are shown in the... table 
where such larger benefits result from 
basing calculations on the American 
Men Ultimate table with interest at 3¥ 
percent, with a surrender charge of 11 
percent plus, prior to the twentieth an- 
niversary of the policy only, that part of 
the reserve obtained by dividing the re- 
serve by twice the duration expressed 
in years, but the total not to exceed 2% 
percent of the face amount.” 

The scale shown in a specimen pro- 
posed contract gives values for a ten- 
year duration. The cash values are 
substantially higher than would result 
from application of the flat $25 per 
$1,000 surrender charge. 


Travelers to Increase Rates 


The Travelers new life and annuity 
rates effective Jan. 1 will show a slight 
increase. New manual and rate book will 
not be available until late in December. 


Consider Retirement Plan 


The Liquid Carbonic Corporation’s 
directors will vote shortly on a cooper- 
ative retirement annuity plan for its em- 
ployes to be underwritten by the Equtt- 
able Life of New York. It will be sim- 
ilar to the plan adopted by General 
Foods recently. 








perises of the insurance department, was 
also referred to the council. 

A resolution asking for more ade 
quate legislative protection for bene- 
ficiaries was presented by Mr. Thomp- 
son and referred to the council. Another 
resolution commended and_ approved 
the formation of the Life Underwriters 
Council of Michigan as a body to mait- 
tain constant contact with the insurance 
commissioner. This was adopted unan- 
imously. A resolution to revoke the 
insurance counsellors’ law, which has 
been abused in this state, was referred 
after heated debate to the council. 

A resolution approving the agents 
qualifications measure, containing the 
probationary licensing provision, will be 
forwarded to the local associations for 
their comment and the Council was 
given power to act upon it. : 

Flint, Grand Rapids and Bay City 
presented invitations for the convention 
and election of officers next May. The 
Flint invitation was accepted, an 
Grand Rapids was put first on the list 





for 1936 and Bay City for 1937. 
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Termed “Dawn-to-Dusk” Business 





Seliing life insurance is a “dawn to 
dusk” business, M. L. Woodward, gen- 
eral agent of the Northwestern Mutual 
Life in Detrot, told the Minneapolis 
Life Underwriters Association at its 
monthly meeting. He said the NRA 
has dictated that many men and women 
must work less hours, but far more life 
insurance agents work less hours than 
even the NRA requirement than there 
are those that work more hours. 

Merely making calls is not sufficient 
today, he said. While it is a large fac- 
tor, thought out and prepared quality 
interviews, and more of them, with 
more efficient se!ling when interviews 
are secured, are equally important fac- 
tors. 


Factors Which Operate in 
Favor of Agents Today 


Today there are ten men who want 
life insurance where one wanted it prior 
to 1929, he said. There are 100 who 
need it today where one needed it before 
the crash. There is no one but who 
is sold on life insurance today, but the 
people must be seen. There are thous- 
ands who “can’t afford it” or are 
“loaded up,” but life agents can do 
what the people want done and they are 
the only salesmen who can do it. 

“One day is as good as any other day 
if you are ready for the day,” Mr. 
Woodward said. “Only when you have 
planned a day for the following day 
can you ca‘l it a day. The best time 
to sell is right after you have sold. Get 
going and you can keep going. Any 
system or proposal will work if you 
work. 

“Get in the habit of trying to sell 
every day; form the habit of doing more 
each day; tackle some hard job every 
day; have every one you know know 
you are in the life insurance business. 
Keep going until you make your quota 
and then keep on going because it pays 
you to keep going. What is easy to do 
becomes hard to do if you do not con- 
tinually practice doing it. What is hard 
to do becomes easy if you form the 
habit of doing it every day. 


Long Preparation Time 
Cuts Down Work Done 


“The greatest waste of time is the 
time in getting started. Many spend 
so much time getting ready that they 
do not have time to get out. Lift your- 
self out of the rut of inactvity and start 
decent work habits. When you once 
start them the habits wil push you. 
Tenacity is more important than bril- 
liancy. 

“Gear up your mental attitude. Ex- 
pect to sell and you will sell. Assume 
you are to get the check and you will 
more often get the money. Many men 
will not want life insurance, but a!l men 
want what life ‘insurance will do for 
them. 

“Most men have lost everything or 
something. Many would give every- 
thing they have to have the estate re- 
Stored they lost. We only ask 2, 2% 
or 3 percent to restore it, and the man 
invests that; he does not spend it. If 
aman finds it hard to live within his 
income, will his family find it easier to 
live without it? If a man cannot raise 
2 percent today, how could be expect 
his family to raise 100 percent tomor- 
row? 

“A satisfied customer is not a neg- 
lected one. No life insurance salesman 
ever failed who continually serviced his 
clients and added new ones. There are 
two kinds of salesmen. The one does 
not call often enough and the other 
calls too often and does nothing when 
he does call. A man will be more~sold 
on you if you do something for him 
rather than to merely say something to 

im. 

“The best buyers do not like to spend 
valuable moments with a salesman won- 
dering what the salesman wants. Go 
out and sell the man. Don’t go out to 
see him. 





“Have you ever though that a life 
insurance contract functioning under 
the interest option to a man during his 
life, and to other members of the fam- 
ily during their life, is a bond with a 
guaranteed interest return, a bond re- 
deemable at par—100 cents on each 
dollar—at any time if the request to the 
company so reads, and is a bond that 
the company cannot call? There is no 
problem of reinvestment ever present 
for any beneficiary of such a bond. 

‘Many of us are thankless when we 
have so much we should be thankful 
for. Stop and think of the barber, 
grocer or automobi:e dealer. Each has 
to rent or buy a store before he can 
operate. Each has to buy his goods 
before he can try and sell his goods. 
Either has to pay for the goods even 
though he does ‘not sell them. 

“You and I do not order from our 
companies a contract until we have sold 
it. Suppose you had to pay $25 for 
every family income contract you of- 
fered for sale, a like amount for every 





educational contract, a retirement in- 
come contract or a business liquidation 
contract. Picture yourself having to 
buy any contract before you tried to 
sell it. Would you do it? I know I 
would. 

“Our business is growing. Are we 
growing with it? Before 1929, 3 per- 
cent of the national income was in- 
vested in life insurance. In 1933, 8.3 
percent was spent.” 


Gauss of Michigan Files 
Suit in Peoria Life Case 


——__— 


Commissioner C. E. Gauss of Mich- 
igan has filed a petition in the Ingham 
county circuit court for appointment of 
an ancillary receiver for the Peoria Life 
in Michigan. He seeks to wipe out all 
other Michigan proceedings affecting the 
company, its reinsurer, the Alliance Life, 
and the receiver. 

He disfavors turning over administra- 
tion of the Michigan receivership to in- 
terests with which the department has 
no contact. Judge L. W. Carr refused 





to comply immediately with the petition, 
but said he would name an ancillary re- 


ceiver as soon as Federal Judge Fred 
Raymond at Grand Rapids has dismissed 
proceedings there transferred from the 
Kent county circuit court on petition of 
the company and receiver. 


Lose Premium Money 


LINCOLN, NEB., Nov. 28.—In de- 
nying seventy-nine life insurance pol- 
icyholders recovery of $28,000 from di- 
rectors of the defunct Lincoln Trust 
Company for advance premium pay- 
ments, the district court holds that un- 
less the contract so states such pay- 
ments will not constitute a trust fund 
recoverable in full from a failed trust 
company. Under the plan in vogue 
policyholders made periodical payments, 
being paid 5 percent on them until the 
premium became due, when the trust 
company paid it. The suit was based 
on the claim that in fraud of their rights 
the company mingled these moneys with 
other funds, and that a total loss is 
certain to result. 


State Life of Indiana 
The dividend scale of the State Life 
of Indiana will be continued for Janu- 
ary and February, 1935. 
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LIFE-TIME 
PLAN 


Trained Consultants Offer 
Our Life-Time Service 


At this school, the entire concept of the plan 
Its fundamental soundness was 
Its simple method of operation was a 
revelation to those present. 


Attending the first school were experienced and 
inexperienced men in insurance work. To both 
the distinctive features of the LIFE-TIME Plan 
appealed. These comprise: 


—policyholder service and conservation effort, 
with definite compensation for such work. 


ALEX C. GREEN 
President 
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We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable ‘which 
will eliminate Waste, and 


We believe that these principles 
should find expression in the 
relationship entered into between 
the Field Force and the Company. 


\ 
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Principles 

















Last month was held the first of our home office 
training schools to equip our field representatives 
with the complete knowledge of the LIFE-TIME 
Plan essential to their qualifying as true “policy- 


. TMNT \N ) \ 


anys) 





—the procedure for a definite clientele selection 
and qualification. 


—a comprehensive, workable programming serv- 


age policies. 


ice for policyholders and clients. 
—a plan for special compensation based on per- 
sistency of business written and size of aver- 
—a pension plan for consultants. 


—the program for strict time and effort control. 


These home office training schools are to be held 


KANSAS CITY, KANSAS 


GEORGE L. GROGAN 
Agency Vice-President 


at periodic intervals. Inquiry is invited from life 
insurance men interested in enrollment. 
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Twisting and Replacements 
Condemned at Jackson Meet 





(CONTINUED FROM PAGE 3) 


the policyholder as well as his health is 
a big factor in his longevity. The com- 
panies are taking steps to check replace- 
ment and we ask you in the field to 
effect a similar solidarity of purpose on 
this problem.” 

“I do not believe that there is any- 
where near as much replacement and 
twisting of Msurance as the columns of 
space devoted to this topic in the press 
would indicate,” said Mr. Livingston, in 
talking on “Replacement and Twisting”. 
“In any event, there is far too much of 
it. We must realize that present con- 
ditions make the average policyholder 
vulnerable to the twisting appeal, and 
also have made ethical underwriters 
more ready to wink at replacement and 
even outright twisting than heretofore. 
The remedy lies in the hands of the 
companies, unquestionably. There is a 
movement already on foot to have im- 
paired policies rewritten without com- 
mission but with a moderate service pay- 
ment by the companies to the agents 
handling the transactions. That is a 
step in the right direction. 

The evil of replacement in the same 
office is perhaps ten times as great as 





that between companies. The lapse 
ratio on replaced business is _ three 
times that on other business. The en- 


tire burden for this condition cannot be 
saddled on the companies, however. The 
field men are largely responsible, too. 
Part of the trouble is the failure of the 
underwriters to contact their policyhold- 
ers regularly. We should present a 
united front on the matter of the use 
of misleading arithmetic to convince 
policyholders that they ought to replace 
their insurance. Another factor is the 
alphabetical ratings used by certain un- 
scrupulous raters of insurance compa- 
nies who do not present 2 true picture 
of the condition of the companies but 
are apparently influenced to make mis- 
leading ratings. We must attempt to 
come through this business of replace- 
ment and twisting with the same credit 
that has accrued to the companies for 
the manner in which their investment 
portfolios came through the depres- 
sion.” 


Sales Gains Made 


Franklin Life—Stands 170 percent 
ahead in production this year to date. 
Connecticut General Life $30,000,000 
in new business produced in the cam- 
paign in honor of President R. W. 
Huntington’s 45th anniversary. Quota 





exceeded by 288 percent. 


















SITTING ON TOP 
OF THE WORLD 


CENTRAL STATES 
LIFE INSURANCE CO. 


Am. ST. LOUIS 


When are you up there? 


Here's when — 


When you are making money; 
when you know that what you are 
selling is as good as the best; 
when you have a Home Office 
crew that is standing squarely 
behind you. Central States Life 
executives realize that the sales 
force is the mainspring of a life 
insurance company. They invite 
you to investigate the Central 
States Life agency offer. 


The Central States Life can't 
guarantee that you will make 
money—that's up to you—but 
we can offer you all the rest. 
Are you interested? 


Address agency inquiries to J. 
DeWitt Mills, Vice President, 
requesting a copy of Field Fea- 
tures. Desirable territory avail- 
able in Mo., Ark., Okla., Texas, 
New Mex., Calif., Wyo., Colo., 
Utah, Nebr., and Fla. 





GEORGE GRAHAM, PRES. 





Many Changes Are 
Expected by Jan. 1 


(CONTINUED FROM PAGE 3) 


swinging the tide of annuities to the 
more open-handed companies. 

While many non-particpiating compa- 
nies undoubtedly will follow the lead of 
the Aetna Life, Connecticut General and 
Travelers in increasing non-par rates, in- 
dications are strong that a number of 
other substantial western companies 
which sell on the same old rate scale 
will continue on this basis. 

The shifting in the business which 
undoubtedly will take place in the next 
few months probably will result in some- 
what of a realignment of companies re- 
garding life business, similar to that 
which is expected in the annuity field. 
Higher surrender charges of some com- 
panies may be expected to have some 
effect in this connection. 





Illinois Reference Book 


Has Valuable Information 


The Illinois Underwriters Handbook, 
published by THE NATIONAL UNDER- 
WRITER, which makes its appearance this 
week, brings out some interesting infor- 
mation insurance-wise in the state. In 
1933 there were 1,206 companies, asso- 
ciations and organizations of all kinds 
operating in the state. This year there 
are 1,140. The number of licensed 
agents has dropped from 74,383 to 67,- 
300. The life companies dropped from 
131 to 120 and the mutual benefit asso- 
Ciations from 125 to 97. 

The number of agents licensed to rep- 
resent fire companies showed a decline 
from 31,976 to 29,894 and life agents 
from 25,210 to 20,300. The casualty 
agents licensed 13,050, which is 90 more 
than last year. 


Complete Set-Up Is Given 


The Illinois Handbook shows a com- 
plete set-up of insurance in the state and 
is a valuable reference book in every 
way. It gives a list of agents arranged 
by towns, showing companies repre- 
sented, members of the firm, date of 
establishment of agencies, etc. 

The peak year for life insurance was 
1929 when $1,895,676,494 was written. 
Last year the total was $1,209,542,274. 
The insurance in force is $7,805,611,771. 


New Booklet to Help Local 
Associations Meet Problems 





J. Hawley Wilson of Peoria, IIl., 
chairman of the conference committee 
on local association problems of the 
National Association of Life Under- 
writers, is sending out to all local as- 
sociations a 30-page booklet on ‘“Meet- 
ings—Programs and Attendance.” This 
is the first of a series of booklets be- 
ing prepared by the National associa- 
tion for the use of local associations, in 
the nature of suggestions on running 
local associations and meeting their 
problems. 

At the Milwaukee convention in Sep- 
tember there was held, for the first time 
in the history of the National associa- 
tion, a “Conference on Local Associa- 
tion Problems.’’ Approximately 100 lo- 
cal officers attended that meeting and 
reported enthusiastically on the bene- 
fits of the discussions had at that time. 
Many of the suggestions in this first 
brochure, now being issued by Mr. Wil- 
son’s committee, were evolved at that 
conference. In addition, many other 
suggestions have come from local asso- 
ciations all over the country, and are 
carried in the present booklet. 
Chairman Wilson promises other bro- 
chures ‘on such subjects as “Member- 
ship,” “Budget and Finance,” “Public 
Education,” etc., and asks for sugges- 
tions from all local associations look- 





Broader Protection For 
Beneficiaries Proposed 


| 


More adequate legislative protection 
for life insurance beneficiaries was urged 
at the Michgan Association of Life Up. 
derwriters’ annual meeting in Jackson 
by H. B. Thompson, secretary-treasurer, 
No protection is afforded parents or 
other dependents of the insured, he sai¢, 
No protection is aftorded a_ widow 
against notes or contracts she may have 
signed with her husband. As the law 
now stands, when she signs a mort. 
gage with her husband, or a furniture 
loan, or a note at a bank, she probably 
signed away the proceeds of his life 
insurance. 

Mr. Thompson proposed that the 
proceeds of life insurance taken out for 
the benefit of any person other than 
the insured himself shall be free from 
all claims of creditors of his unless fraud 
is involved. ‘“A widow, children, or de- 
pendent relative shall have an exemp- 
tion as to insurance money from all 
creditors (except for accessories bought 
after the benefits vest) up to $15,000 
lump sum or $100 per month. Total 
disability benefits shall be exempt from 
creditors’ claims except for necessaries 
bought after the benefits vest. A 
spendthrift trust provision in a_ policy 
settlement clause shall be valid in Mich- 
igan and where money is left to the in- 
sured’s estate that shall be construed 
as not meaning to satisfy his creditors 
unless creditors, individually or as a 
class, be mentioned. These provisions 
are not revolutionary. They are already 
on the statute books and in the court 
decisions of the most_staid states in the 
Union.” 


Life Men Lead Community 
Chest Drive in Hartford 











Insurance men comprise almost the 
entire personnel of the sales instruction 
division of the organization for the 
Community Chest drive in Hartford. 
Vincent B. Coffin, superintendent of 
agencies of the Connecticut Mutual, is 
general chairman and chairman of the 
committee on instruction. T. F. Oakes 
of Allen, Russell & Allen, general 
agents, heads the committee on speak- 
ers. C. T. Steven, advertising manager 
Phoenix Mutual, is chairman of the 
committee on motion pictures. Colin 
Simkin of the advertising department 
of the Travelers heads the committee 
on literature. 

On Mr. Coffin’s committee are: G. C. 
Capen, superintendent of agencies Con- 
necticut Mutual; O. S. Spencer, Con- 
necticut general agent Massachusetts 
Mutual Life; A. W. Mansfield, assistant 
manager life department Travelers; L. 
W. Davis, general agent Provident Mu- 
tual; E. C. Andersen, educational direc- 
tor Connecticut Mutual; R. B. Coolidge, 
assistant superintendent of agencies 
Aetna Life; C. L. Morse of the sales de- 
partment, Phoenix Mutual, and E. H. 
May, agency supervisor Phoenix Mu- 
tual. 


W. H. Luellen to Peoria; 
Danielson Takes Nebraska 





W. H. Luellen has been appointed 
general agent at Peoria, Ill., for the Al 
liance Life, which recently took ovér 
the business of the Peoria Life. Mr. 
Luellen was state manager of that 
company in Kansas for many years, 
with headquarters at Topeka, and built 
up a big business for the company. 
His agency put on about $50,000,000 of 
business in Kansas. He had been quite 
active in the efforts for reorganization 
of the Peoria Life ever since that com 
pany got into difficulties. 
Carl A. Danielson has been named 
by the Alliance Life as state managef 
for Nebraska, with headquarters in the 
Stuart building, Lincoln. He formerly 











ing toward their preparation. 





represented the Peoria Life. 
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JAMES P. SULLIVAN FAVORS PLAN 








—e—_—— 

James P. Sullivan of Chicago, well 
known to life insurance men, expresses 
himself as being in favor of Insurance 
Director Palmer of Illinois in advocat- 
ing all life insurance advisors being li- 
censed by the state. Mr. Sullivan says 
in a letter: ; 

“] was very much interested when 
reading your editorial entitled ‘Licens- 
ing the Advisors.’ I feel that it is 
hardly necessary for me to say that I 
agree with Director Palmer, and THE 
NATIONAL UNDERWRITER, in the opinion 
that all parties styling themselves actu- 
aries, life insurance counselors, and life 
insurance advisors, who give counsel to 
buyers of insurance on their life insur- 
ance, should be made accountable to a 
public regulating agency. I go even 
further than your editorial does, inas- 
much as it is my opinion that all citi- 
zens engaging in such activities should 
be required to qualify themselves as to 
their technical life insurance experience 
and education before they receive such 
a license. 

“I hope that this proposal of Mr. 
Palmer can become an actuality at the 
earliest possible date. Of course, I feel 


that life agents who assume the right 
and the privilege of giving counsel to 
buyers of life insurance should also be 
qualified in the same way. In fact, it 
seems to me that there is even more 
need of their being required to furnish 
qualifications than in the case of the 
advisor who does not write insurance, 
because of course it would be hard to 
imagine an agent interested in a com- 
mission, which could not be obtained 
unless insurance was sold, who would 
not allow his counsel to be colored by 
his selfish interests in the commission. 


All Should Be Qualified 


“As stated, I am for Mr. Palmer’s pro- 
posal relative to licensing the advisors, 
and I hope that your magazine will con- 
tinue to give publicity to the idea, and 
also continue to push it as strongly as 
possible. It would be a great satisfac- 
tion to me to know that I was engaged 
in a business activity which could not 
be followed by any others than those 
properly qualified as to their life insur- 
ance education and experience, as well 
as their attitude toward and relation- 
ship with the clients whom they serve.” 








0. J. Arnold Is Speaker at 


Dinner of Chicago Forces 





W. A. Stafford, general supervisor of 
agencies in Chicago for the Northwest- 
ern National Life, was host Monday 
evening to about 50 agents, who had 
made a record during October, which 
was president’s month. O. J. Arnold, 
president of the company, attended and 
gave a review of the important life 
insurance developments of the year, to- 
gether with comment and criticism of 
present trends. 

The Chicago agencies of the company 
produced $881,000 during president’s 
month, thus placing second to the home 
office White & Odell agency, whose pro- 
duction for the month was $1,058,000. 

Mr. Stafford announced that the pro- 
duction of the Chicago agencies so far 
this year has been $4,410,100. There has 
been an increase of more than 7 per 
cent in the average premium and in- 
crease of 11 per cent in the average size 
of policy. 

Mr. Arnold said during the year there 
has been increased attention on the part 
of head office executives in the problem 
of the man in the field. He said the 
Northwestern National had not encour- 
aged the sale of annuities, for one rea- 
son, because the earnings of the agents 
from this business are not as attractive 
as from the life insurance form. 

Mr. Arnold referred to the agitation 
that had been started for elimination of 
part timers and the unfit. He expressed 
the belief that elimination of part timers 
would not increase the production of 
the remaining, aggressive agents, as 
much as sponsors of that course of 
action predict, but he said that the 
standards of the men in the field would 
be improved and from that point of 
view, the proposal has merit. 

He also referred to the suggestion 
that the basis of compensation for agents 
be changed. One proposal is to reduce 
the first year commission and increase 
the renewals. The difficulty, he pointed 
out, would be to tide over the agent 
during the transition period. He said 
he was not enthusiastic about the sal- 
ary plan. For one thing it might result 
in the poor agent being over-paid and 
the good agent under-paid. The proper 
course, he said, is to bend every energy 

to make the men in the field more effec- 
tive in their work, more efficient in pros- 
Pecting and sales presentation. 


J. M. Bryan in Oklahoma 


J. M. Bryan, secretary Jefferson 
Standard Life, addressed district agency 
meetings in Oklahoma City and Tulsa, 

kla. H. T. Childre of Dallas, agency 
Superintendent, presided. 


Conference Is Called on 


Juvenile Fraternal Policies 





D. T. Winder, fraternal insurance law- 
yer and consultant of Chicago, has 
invited companies writing juvenile in- 
surance to attend a conference Dec. 11 
in the Municipal building of Oak Park, 
Ill. He proposes to form the Oak Park 
Insurance Council, which would operate 
as a clearing house for the collection of 
premiums, on the weekly basis, from 
school children and distribute the pre- 
mium to the insurers. He proposes that 
10 cents a week be collected for 35 
weeks, during the year from the insured 





definitely stabilized. 














664\N the basis of the foregoing report and the finan- 

cial statement as embodied therein, the Company 
was found in satisfactory condition; sufficiently liquid to 
allow prompt settlement of all maturing obligations; with 
cash in banks in excess of one and a quarter million 
dollars; with no liability for borrowed money; with 
admitted assets of $41,851,944.74; a capital of $3,000,- 
000.00 and a free surplus over all liabilities of $1,134,- 
585.90 exclusive of a Fluctuation Reserve of $1,224,859.72 
which should be maintained at least until such time 
as the general conditions affecting the value of real 
property and the securities resting thereon become more 


Your Examiners, in closing, desire to express the thought 
that in their judgment the Company is well and capably 
managed, there being every evidence that the officials of 
the Company are devoting their best talents to the build- 


GREAT SOUTHERN LIFE INSURANCE COMPANY 


school children and that this be used to 
buy as much insurance as $2.40 of net 
premium, for term to age 16, will pur- 
chase at the attained age at time of 
application; that there be an expense 
loading of 85 cents for the insurance 
company and 25 cents for the insur- 
ance council. 

Mr. Winder is a former head of the 
fraternal department of the Illinois in- 
surance department. 


Hill Quit A. L. C. Post 

H. B. Hill, president of the Abraham 
Lincoln Life, who was elected chairman 
of the financial section of the American 
Life Convention, resigned shortly after 
the annual meeting in October. The 
position has not been filled but a new 
chairman will probably be selected at 
the meeting of the executive commit- 
tee next week at the Commissioners 
Convention -meeting at St. Petersburg, 
Fla. Harry V. Wade, of the United 
Mutual, who was elected secretary of 
the financial section, has been acting as 
chairman. 


Nebraska Legislation Planned 


LINCOLN, NEB., Nov. 8 —Five 
measures affecting the business of life 
insurance will be submitted to the com- 
ing session of the state legislature, ac- 
cording to H. W. Noble, vice-president 
of the Nebraska Life Agency Managers 
Association, which has been acting in 
cooperation with the various local life 
insurance associations. These will in- 
clude an agents’ qualification law; re- 
strictions on organization of new com- 
panies; a law prohibiting persons con- 
nected with the state insurance depart- 
ment receiving compensation from life 
insurance companies; a law which would 
more strictly define the type of securi- 
ties that insurance companies may sell, 
having special reference to offers of 
later maturing stock sold in connection 
with policies; prohibiting newspaper and 
radio advertising in Nebraska of com- 
panies unlicensed in the state. 


THE 





GREAT SOUTHERN LIFE INSURANCE COMPANY 


Completes 25 Years 
NOV. 1.1909 = NOV. I, 1934 


APPROPRIATELY commemorating this occasion are the complimentary remarks 
concerning the sound condition and capable management of the Company con 
tained in the conclusion of the report by the Committee of Life Insurance Exam- 
iners representing several states in which the Great Southern operates. 


of the country. 


E. P. GREENWOOD, PRES. 
HOUSTON, TEXAS 


SS 





ing of a life insurance company along sound lines of 
endeavor which should, and doubtless will prove to be 
a creditable contribution to the life insurance business 


We also desire to express our appreciation of the cour- 
tesies and cooperation extended to them by Officers and 
Employees of the Company during this examination and 
to acknowledge with thanks the collaboration in this 
work of Examiners Hunter McLean, Homer Sanderford, 
Virgil Griffin, W. G. Chapman, and C. L. Frazier of 
the Texas Department.” 


H. Economidy, Examiner—in charge—Texas 
B. Werkenthin, Examiner—Louisiana 

H. O. Stark, Examiner—Oklahoma 

R. F. Evans, Examiner—Tennessee 








RECORDS 


Great-West Life—Ordinary business in 
force increased by a greater margin than 
for any month since June, 1930, and 
more business written than for any 
month since June, 1931, in October— 
the month in which new policy plans, 
rates and agents’ equipment went into 
effect. Michigan under the manager- 
ship of T. S. Coleman and Detroit City 
Manager A. P. Johnson led. They had 
the best month since November, 1931. 
The Winnipeg agency, under H. A. H 
Baker, only recently promoted to man- 
age the Toronto 1 branch, turned in 248 
applications or an average of five for 
each agent, leading the field in placed 
business and number of applications. 
Two days of the month the agents wrote 
$1,000,000 each aay. 





* 

Washington National—First year ordi- 
nary premium income 17.2 percent in- 
crease in October; ordinary renewal pre- 
mium income 33.6 percent increase in 
October; total ordinary premium income 
25.7 percent increase in month and 37 
percent increase over October, 1932. 
More ordinary life and annuity contracts 
in force Nov. 1 than ever in the com- 
pany’s history. October was “Chairman 
Kendall Month.” More applications for 
ordinary life insurance received than in 
any month in history. Washington, D. 
C., leading district and White & Katz 
of New Jersey leading general agent; 
J. N. Kelly, Freeport manager, largest 
personal production of any manager; E. 
R. Black largest personal production of 
any field superintendent; T. A. Waters, 
Washington, C., leading industrial 
agent; L. M. Kesselman, Milwaukee, 
leading ordinary general agent, and J. 
Fabian of New Jersey leading ordinary 
agent. 

* * x 

G. B. Skiff, Grand Rapids, Mich., New 
York Life—Paid for nearly $1,000,000 
more business in 1934 than in the cor- 
responding period of 1933. 


Signed 
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Underworld Tries Insurance Racket 


(CONTINUED FROM PAGE 3) 





However, Treasurer Sanders confessed 
that he had taken $85,000 of bonds be- 
longing to the Abraham Lincoln to 
Indianapolis, to impress stockholders of 
the bank, which the Baiata group pro- 
posed to buy, of their financial responsi- 
bility. 

The name of C. J. Doyle, well known 
Springfield attorney, was brought into 
the case. He had acted as intermediary 
and was to have been paid a fee of 
$5,000. 

Operations of Karatz 


Karatz has been operating around 
Chicago for some time, trying to make 
insurance company -deals of one kind 
and another. So far as can be de- 
termined, he had not made any deal, 
although he had been of service to some 
insurance people in an incidental way. 
For instance, he was successful in ob- 
taining a Minnesota license for a com- 
pany. He told this company that he 
was a friend of Lindquist and that 
Lindquist had influence with the Min- 
nesota insurance department. The li- 
cense was obtained. 

Subsequently he went to the man for 
whom he had obtained the license and 
requested that he cash a check. Karatz 
said that he was not able to cash a 
check in Chicago, because he did not 
have a bank account. The check was 
one that bore the signature of Lindquist 
and was payable to Karatz. Karatz was 
given the money and the check came 
back marked “No funds.” Contact was 
made with Lindquist, who claimed that 
his signature had been forged to the 
check. At least two other bad checks, 
bearing the signature of Lindquist and 
made payable to Karatz are in the hands 
of other Chicago insurance men. This 
was about three months ago. 

After the conspiracy was exposed, 


These bonds have been retrieved. 





something had to be done with the 
Abraham Lincoln Life. This was a 
second fiasco, since a former sale a few 
months ago turned out to be a dud. 
There could be no confidence in the 
former management. Therefore, a con- 
tract was entered into for the reinsur- 
ance of the Abraham Lincoln Life by 
the Illinois Bankers Life. However, 
the contract was not absolute. It pro- 
vided that reinsurance would be subject 
to an inspection and examination of the 
assets of the Abraham Lincoln by actu- 
aries of the Illinois Bankers and if the 
assets did not measure up, there would 
be no deal. <A recent examination of 
the Abraham Lincoln is reported to 
have shown a deficit of about $300,000. 
Probably the Illinois Bankers would 
consent to go through with the deal if 
the impairment were no greater than 
that. 

A large corps is in the field this week 
appraising properties throughout the 
country owned by the Abraham Lincoln 
or upon which that company has mort- 
gages. An effort is being made to com- 
plete the work this week, but the 
Thanksgiving holiday makes that result 
unlikely and the prospect is that the 
appraisals will not be cleaned up until 
Tuesday of next week. The _ Illinois 
Bankers will then have the information 
on which to base its decision whether 
to go through with the deal or to drop 
it. 

The company’s large investment in 
the Abraham Lincoln hotel of Spring- 
field will not be taken over by the IIli- 
nois Bankers. This will be turned over 
to H. B. Hill and other stockholders of 
the Abraham Lincoln Life and will be 
their only compensation. As a matter 
of fact that was about all the stock- 
holders were to have obtained from the 
deal with the Germans, with the excep- 








1. Draft and claim form con- 
tained in each policy pro- 
vides immediate cash to 
beneficiary at local bank. 


2. Issued only in $500 policies. 

3. Protects other insurance and 
gives READY CASH at a 
time it is needed most. 

4. Incontestable from date of 
issue. 





Presenting the 


READY CASH POLICY 


(Copyrighted) 


A new milestone in life insurance 
Different — Quick Selling — Modern 


6 APPEALING FEATURES 


People want the READY CASH POLICY because it meets a need not now 
covered in the ordinary insurance program. Here is a quick selling, profit- 
making contract that appeals to agents and insurance buyers. Write for com- 
plete information and territory open for this new, modern, fast selling policy. 


GREAT AMERICAN LIFE 


INSURANCE COMPANY 


Stephen M. Babbit, President 


5. Ordinary Life or 20 pay Life 
—ages one month to 55 
years. 


Each READY CASH POL- 
ICY as well as every contract 
issued by this company is 
registered with the State of 
Kansas and secured 100% 
by deposit of approved se- 
curities with the State. 











Hutchinson, Kansas 











tion of one or two officers who were to 
have been given a pension.. 

It was stated that the Abraham Lin- 
coln Life will maintain its office in 
Springfield for some time while its af- 
fairs are being readjusted by the Illinois 

The first approach to the Abraham 
Lincoln Life officials on behalf of Lind- 
quist was made by Attorney C. J. Doyle, 
who resides next door to former Presi- 
dent H. B. Hill. After the fiasco fol- 
lowing the supposed purchase of the 
Abraham Lincoln Life by the Attorneys 
German of Kansas City, Insurance Di- 
rector Palmer notified the Abraham 
Lincoln Life not, under any considera- 
tion, to make any further deal without 
first consulting the department. 


Linquist Shunned Palmer 


Mr. Lindquist was the only person 
entering into the deal. When the Abra- 
ham Lincoln people insisted on Mr. Pal- 
mer being consulted, Mr. Lindquist 
stated that the deal would not be under- 
taken if it was necessary to get Mr. 
Palmer’s consent. He said it was a 
private transaction in which the depart- 
ment had no interest. After an all- 
round discussion, it was concluded then 
best. to go ahead, the contract was 
signed and $25,000 in payment was 
made. Director Palmer was out of the 
city. On a Monday morning Mr. Lin- 
quist appeared at the department and 
talked over the Abraham Lincoln Life 
informally with Mr. Palmer, stating that 
he might become interested in it. On 
that afternoon, the Springfield papers 
announced completion of the deal and 
stated that officers had been elected the 
previous week. This enraged Director 
Palmer and he summoned Lindquist and 
Mr. Hill before him. He then demanded 
to know what had been done and what 
fees or expenses had been incurred. Mr. 
Lindquist told him that a $5,000 fee had 
been paid to Mr. Doyle, for bringing the 
interests together and drawing up a 
contract. Mr. Lindquist came highly 
recommended but was rather mysterious 
in stating who really were back of the 
deal. Under the terms, payments of 
$25,000 each were to be made until 
finally there was to be $300,000 of -- 
proved securities turned over to the 
Abraham Lincoln Life and that amount 
of securities objected to by the depart- 
ment were to be withdrawn, they being 
Abraham Lincoln Hotel securities. 


Career of Baiata 


Joseph M. Baiata, it turns out, is an 
old hand at manipulating insurance com- 
panies. Under the name of Joseph B. 
Marcino he _ gained control of the 
Niagara Life of Buffalo and through 
dummy officers and directors caused un- 
usually large blocks of bonds and se- 
curities of that company to be sold, and 
$200,000 of the proceeds to be trans- 
ferred to the Mechanics & Merchants 
Bank of Philadelphia. This was a small 
bank with a paid in capital of only $37,- 
664, which was owned and controlled by 
Marcino. After the funds were de- 
posited, the bank made 33 loans to dum- 
mies of Marcino, aggregating about 
$200,000. The loan was secured by 
stock of the Niagara Life. After these 
transactions a loan of $125,000 made by 
a New York trust company at the in- 
stance of Marcino was paid and stock 
controlled by Marcino was surrendered. 

In 1923, the company was taken over 
by the New York insurance department, 
when the manipulations were uncovered. 
It was subsequently reinsured in the 
Metropolitan Life. 

The New York department in 1922 
learned something of Marcino’s char- 
acter and forced his resignation as a di- 





| be taken from the vault by anyone un- 





rector of the Niagara in October of that 
year. An order was issued at that time 
to the effect that no securities were to 


less a representative of the department 
were present. It was this order which 
prevented Marcino from stealing any 
securities, according to an official state- 
ment in 1923 by the then superintendent 
of insurance of New York, F. R. Stod- 
dard, Jr. 





statement, Marcino or Baiata was bein 
hunted. The belief was expressed that 
he might attempt to escape to Italy. A; 
the same time a brother of Baiata 
Abraham Goldman of Chicago, was ar. 
rested. 

Baiata was formerly a barber in Chj. 
cago. He tried to promote the Roma 
Life in Chicago and later the Common. 
wealth Life, but failed to secure enough 
capital. He then organized an Italian 
bank which failed and for a while he 
was manager of the Italian department 
of the now defunct People’s  Life~ of 
Chicago. At one time he also tried to 
start a fire insurance company in Chj- 
cago. 

The authorities discovered that the 
LaSalle hotel in Chicago had cashed a 
$40 check for Lindquist, which bounced, ' 
The check was signed by Lindquist and 
made payable to Dave Barry, Inc. 


Plan Hits Obstacle 


Although the down payment of $25, 
000 for the purchase of the Abraham 
Lincoln Life was obtained through an 
overdraft, put through the Amalgamated 
bank with the aid of Van Derck, the 
second payment of $25,000 was to have 
come from the funds of the Abraham 
Lincoln Life itself. The company had 
a $50,000 deposit in the Amalgamated 
bank and a check from this account was 
made out to W. W. Ehlers. The 
Amalgamated bank refused to honor the 
check, because Ehlers did not satisfac- 
torily identify himself. Instead the 
Amalgamated bank gave Ehlers a draft, 
the Amalgamated bank saying that any 
bank that would certify Ehlers as the 
person who should have this money, 
could get it from the Amalgamated 
bank. Efforts were made unsuccessfully 
to put the draft through a bank at St. 
Paul. Ehlers then took the draft back 
to the Amalgamated bank and requested 
that the $25,000 be returned to the com- 
pany. 

Insurance Director Palmer of Illinois 
said he had kept the company under 
surveillance after the Baiata group had 
made the down payment. Mr. Palmer 
said he had insisted on knowing who 
the backers of Lindquist were. Lind- 
quist, who had a good reputation, said 
he was backed by wealthy business men 
of St. Paul. He gave the names of 
five of them. However, Mr. Palmer dis- 
covered that none of these had any- 
thing to do with the company. Mr. 
Palmer said he saw Lindquist with 
Karatz one day and asked if Karatz 
was one of the stockholders. Lindquist 
said Karatz was not. Mr. Palmer said 
he placed an inspector in the office of 
the Abraham Lincoln Life and no dis- 
bursements were to be made without 
his approval. Mr. Palmer said he re- 
fused to let either Lindquist or Sanders 
draw salaries. 

The $25,000 check to W. W. Ehlers, 
according to Mr. Palmer, did not ge 
through the office, but was written out- 
side on a specially printed form. _. 

At a meeting of the directors, Lind- 

quist and Sanders were ousted and R. 
W. Turnbull was elected president. Ap- 
parently Mr. Palmer is refusing to pet- 
mit H. M. Hill to reassume the presi- 
dency. Hill relinquished the presidency 
to one of the Germans of Kansas City 
and then when that deal fell through, 
Mr. Hill again became president, only 
to relinquish the post to Lindquist. 
A. Fairlie was elected treasurer but 
resigned to make another business con- 
nection. The directors elected Wilhelm 
Wendell secretary and treasurer. Mr. 
Wendell at one time was secretary. Dr. 
J. R. Neal has been secretary and medi- 
cal director. 

Karatz and Baiata were arraigned 
Tuesday in felony court at Chicago. 
The case against Karatz and Baiata was 
continued to Dec. 7. The assistant 
State’s attorney in charge of the case 
said that Dave Barry was not involved 
in the plot to loot the Abraham Lin- 
coln Life. He said he expected indict- 
ments to be voted in a few days. 

In response to an inquiry Mr. Palmer 
declared: “Gustaf Lindquist entered into 
a contract to purchase control of the 





* At the time Mr. Stoddard made his 


company from former President H. B. 



































November 30, 1934 





LIFE INSURANCE EDITION 

















—_—__ 





—— 


CHANDLER BULLOCK, Worcester, Mass. 


President Chandler Bullock of the 
chairman of the reception committee for 


| Reception Committee Named 






LEIGHTON McCARTHY, Toronto, Can. 


State Mutual Life has been appointed 
the annual meeting of the Association of 


Life Insurance Presidents, and Leighton McCarthy of Toronto, president of the 


Canada Life, will serve as vice-chairman. 








Hill and other directors on Sept. 29 
without the knowledge of this depart- 
ment. We learned of the transaction 
Oct. 16 and immediately disapproved 
the contract, placed department exam- 
iners in the company office, stopped all 
salaries of officers and directors and 
former officers and directors and en- 
tered an order that no securities should 
be bought, sold or exchanged or checks 
drawn without our approval. 

“Lindquist represented responsible St. 
Paul business men were his backers 
and did not mention his two associates 
who are now in custody of the police. 
Lindquist has disappeared and is being 
sought by the authorities. None of the 
assets of the company or its cash are 
missing. Some new officers and direc- 
tors have been elected and the company 
is in their control under close super- 
vision of the department. Preliminary 
contract of reinsurance of the entire 
business has been entered into with the 
Illinois Bankers Life and I have every 
reason to believe that within a short 
time the final and complete contract 
will be signed and the entire business 
reinsured giving absolute protection to 
the policyholders of the Abraham Lin- 
coln Life. 

“Of course, before final consummation 
of the contract, it must have tne full 
approval of this department but I feel 
confident the deal will go through with- 
out loss to the policyholders and with- 
out necessity for receivership or court 
action since it is a straight, outright 
purchase of the entire business without 
the imposition of liens or any other re- 
striction on the policyholders present 
values or rights.” 


STATEMENT OF C. J. DOYLE 


THE NATIONAL UNDERWRITER solicited 
Attorney C. J. Doyle for a statement 
concerning his part in the reinsurance 
deal. He replied as follows: 

‘I have to advise that my services 
were limited in the matter of the pro- 
Posed purchase of the majority of stock 
of the Abraham Lincoln Life Insurance 
~vompany |by. Gustaf Lindquist, former 
surance commissioner of Minnesota, to 
drawing’ a ¢ontract entered into between 
the directors of this company and Mr. 
indquist. I had nothing to do with 
any of the negotiations or terms of sale 
regarding this company. 

Mr. Lindquist came to me as an 
acquaintance of 20 years past. While 
€ was commissioner of insurance of 
Minnesota, on several occasions I had 
Usiness before him, as commissioner. 
always regarded him as a man of fine 





character and entirely reliable. 

“He represented to the Illinois insur- 
ance department, and to me, that the 
money necessary for the purchase of 
this company was to be furnished by 
substantial men of his personal acquaint- 
ance in the northwest. He furnished a 
list of the names of these men, and their 
addresses, to the Illinois department, 
and a copy to me. The Illinois depart- 
ment addressed a communication to all 
of these men of outstanding ability in 
the financial and insurance world, and 
they responded promptly and favorably. 
Mr. Lindquist exhibited to me copies 
of the letters of splendid recommenda- 
tion, which were sent to the Illinois in- 
surance department. 

“T had never heard of Karatz and 
Baiata, and at no time did they enter 
into the contracts which this office drew 
between the board of directors of the 
Abraham Lincoln Life Insurance Com- 
pany and Mr. Lindquist. Mr. Lind- 
guist conducted all of the negotiations 
in these matters, and no one could have 
been more surprised and shocked at the 
unfortunate developments in this case 
than myself, and for a time, I believed 
Mr. Lindquist was the victim of the ir- 
regular acts of others.” 


A. L. C. Committee Will 
Meet in St. Petersburg 





A representative delegation of officials 
of companies belonging to the American 
Life Convention will be on hand in St. 
Petersburg, Fla., next week during the 
annual meeting of the National Con- 
vention of Insurance Ceimmissioners. A 
meeting of the executive commi‘tee of, 
the A. L. C. has been called for St. 
Petersburg next week as well as a meet- 
ing of the rating committee. The latter 
is the committee that has been confer- 
ring with Alfred M. Best in an effort 
to bring about some modification of the 
system of rating companies employed 
by the Best organization. 


Comparative Figures Given 


Numerous requests for comparative 
statistics are received and the following 
figures are published for those who wish 
the data for their scrapbooks: 

Insurance in force on Dec. 31, 1929, 
$107,589,973,126; 1930, $113,390,936,837; 
1931, $114,596,729,723; 1932, $108,290, 
757,814; 1933, $103,219,119,878. 

New business written (all classes): 
1929, $22,868,231,276; 1930, $22,175,056,- 
845; 1931, $19,817,494,437; 1932, $16,555,- 





Happy? 
Dou Should Be 


You ought to be—because more 


than half the men, women and children 





in the United States are insured. 


You Did That. 


And you can keep on add- 
ing to your happiness. 
Because almost half the 
men, women and 


children in the United 
States are mot insured. 


Insure Them and EVERYBODY will 
be happy. 


Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office : Newark, New Jersey 














396,741; 1933, $16,258,466,018. 








Rockford Life: Hace Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


Dear 


It Concerns Contract Direct 


With the Company 


SEND ME THE MESSAGE 


Sir: 
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Sordid Abraham Lincoln Life Deal 


THE ABRAHAM LINCOLN Lire story is 
not true. It couldn’t be. Men don’t 
steal money from a bank to buy an in- 
surance company. They don’t steal from 
the insurance company to buy a bank. 
Treasurers of insurance companies don’t 
come from the ranks of dice throwers 
at cigar counters. They don’t use stolen 
bonds for assets of insurance companies. 
Therefore it can’t be true. It is all 
fiction, bred of too many gangster 
movies. Just a phantasia—the mob 
tackles the life insurance racket. 

But incongruous as it may appear, 
sensible people tell us it is true what 
we read in the newspapers about the 
ABRAHAM LINCOLN LweE. Maybe we’re 
looney. 

Assuming it is true, the Batata plot 
cannot be dismissed as an outrageous, 
simple occurrence, without significance. 
It throws into relief, by its amazing 
crudity, an attitude towards life insur- 
ance companies, reflected by the prac- 
tices that brought the downfall of the 
Missourr State Lire, Security LIFE, 
NorTHEerN States, ILttnots Lire, Royau 
Union, Nationar Lire, U, S. A., INTER- 
SouTHERN, etc. The technique of the op- 
erators of those companies was more 
refined and their intent was modified in 
varying degrees. Their methods were 
complicated and it was often difficult 
for the public to understand what they 
had done. 

As a matter of fact what was done in 
these companies was no different from 
what Batata, et al proposed to do to 
the ABRAHAM LINCOLN Lire and that was 
to turn the savings of policyholders into 
slop. 

The sordid Batata plot should serve 
to bring a realization to honorable in- 
surance people and to insurance super- 
visors that there must be an uncom- 
promising attitude towards those insur- 
ance operators who are not going down 
the middle of the road. The business 
can’t stand the creation of any more 


Point in Leasing an Office 


GENERAL agents of life insurance com- 
panies, when leasing office space, would 
do well to insist that entrances to other 
life offices should not be permitted with- 
in a minimum number of feet of their 


scandalous conditions. Therefore cur- 
rent operations’ of an unsound and 
covetous nature must be stopped with 
vigor and dispatch. 

For one thing insurance company 
deals should be exposed to the bright- 
est spotlight. Names should be named 
and purposes thoroughly outlined. It 
won’t do to permit “certain interests” 
or “certain principals” to enter the pic- 
ture. Let them announce themselves, 
tell what they want with the life insur- 
ance business, what their resources are, 
etc. 

These days it is well to assume that 
anyone who is seeking to make a deal 
is suspect until he proves his intentions 
are honorable. Very: little real money 
or good assets are being offered today 
for the purchase of insurance companies. 
Most of those who are seeking to ac- 
quire a company are possessed of noth- 
ing more substantial than a second 
mortgage on an abandoned gravel 
quarry. What they want to do is to 
buy a company with its own assets. 

There are certain number of owners 
of insurance companies who would like 
to get from under the load. They are 
tempted by irresponsible deals, even 
though they are to be paid off with as- 
sets of the company itself. 

Insurance supervisors should use every 
power and influence they possess to 
prevent the consummation of these deals. 
They will run up against noisy protests 
and threats. But they should remem- 
ber that, by and large, the noisier, the 
more crooked. 

There are very few responsible peo- 
ple who are willing to jeopardize their 
wealth by staking an impaired insur- 
ance company. 

There should be no more deals that 
are surrounded by the least bit of mys- 
tery. If the full story isn’t told, the 
business and the public will be justified 
and should be encouraged to view the 
transaction with a fishy eye. 


own doors. Where their own space 
warrants, they might obtain a floor re- 
striction. Some very disturbing occur- 
rences may be avoided by this fore- 


_an average of 94 apps per man for aver- 


— 


PERSONAL SIDE OF BUSINESS 





W. M. Rothaermel, superintendent of 
agencies central department, Equitable 
Life of New York, Chicago, was be- 
reaved by the death of his father in 
Denver. The elder Rothaermel, who 
was retired, had been ill for some time. 
Services were held Sunday in Denver 
and burial in Sac City, Ia., the old home. 


E. H. Marshall, superintendent of 
agencies of the American Life of De- 
troit, and C. R. Suffron of the Detroit 
agency went to their hunting camp in 
Iosco county at the opening of the deer 
season and each succeeded in bagging 
a fine buck. 

H. G. Murphy, 64, veteran Minneap- 
olis life insurance man, died at his home 
there. He had been in insurance work 
in Minnesota since 1889, being district 
manager of the National Life of Ver- 
mont for 40 years. He went to Minne- 
apolis to become a member of the firm 
of W. H. Murphy & Son. After the 
death of his father in 1906 he carried 
on the business until his retirement 
three years ago. 


M. J. Cleary, president Northwestern 
Mutual Life, has been named a member 
of an advisory committee appointed by 
Secretary Ickes to advise the adminis- 
tration and the Milwaukee land com- 
mission and approve Milwaukee housing 
projects before federal officials will 
sanction a project. The plans call for 
expenditure of $3,000,000 in Milwaukee 
in construction of single and two-family 
dwellings in outlying residential districts. 


Walter B. Bowen, district manager at 
Oshkosh, Wis., for the Mutual Life of 
New York, died at his home there. 


Officials of the Northwestern Mutual 
Life were hosts at a luncheon to officials 
of the Chase National Bank, New York, 
who were in Milwaukee on a nation-wide 
tour which will take them as far as the 
Pacific Coast. 


J. T. Quinn, supervisor of division 1 
of the Home Life of Philadelphia, was 
honored by the agents through a spe- 
cial testimonial campaign running from 
Oct. 22 to Nov. 6, the occasion being 
his 25th anniversary with the company. 
There were 8,861 industrial applications 
for $1,220 weekly premiums written, 
average number of applications per 
agent 61, average weekly premium per 
agent $8.55 and average premium per 
application 14 cents. In addition, $202,- 
500 ordinary was written. There were 
145 field men participating under direc- 
tion of Inspector T. A. Durkin, Secre- 
tary J. L. Durkin of the Home Life 
head office issued the call for the drive. 
Superintendent D. Rosenfeldt and his 
staff took first place in number of appli- 
cations with 2,443, in total weekly pre- 
miums $292.10, and in proportionate ap- 
plications for men, his agents producing 


age total premium of $10.81 per man. 
Supervisor Quinn has been in charge of 
the division 17 years. 


Winners in the annual golf tourna- 
ment of the Industrial Insurers Con- 
ference at Coral Gables last week are: 
First low gross, President C. S. Drake, 
Empire Life & Accident, Indianapolis; 
second low gross, President P. L. Hay, 
Bankers Health & Life, Macon: first 
low net, Treasurer Howard Dobbs, Jr., 
Industrial Life & Health, Atlanta; sec- 
ond low gross, Assistant Secretary Ter- 
rell Weaver, Bankers Health & Life. 


Arthur F. Hall, president of the Lin- 
coln National Life, was host to more 
than 200 business men of Fort Wayne, 
Ind., at a dinner in honor of B. C. 
Forbes. 


F. T. Maloney, who defeated F. C. 
Walcott in the race for the United 
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surance agent of long experience, He 
has been extremely successful for many 
years with the agency which bears his 
name in Meriden, Conn. The agency 
writes fire, casualty, accident and life 
for the Travelers, and handles busines. 
for several other fire companies jp 
addition. 


Albert Sahm, a director and secretary 
of the executive committee of the State 
Life of Indianapolis, has been elected 
representative in the state legislature, 
Mr. Sahm was for 27 years an official 
of the State Life, and secretary-treas. 
urer for 22 years. He was elected to his 
first public office 50 years ago. He was 
twice elected to three-year terms as 
county commissioner, was postmaster of 
Indianapolis four years, chairman of the 
city board of public works, and county 
auditor. 


President W. Howard Cox of the 
Union Central Life is on a hunting trip 
in Texas. He is out for big game. Mr. 
Cox enjoys the sport greatly and after 
a season of strenuous work he is getting 
some relaxation. ' 


Henry A. Wallace, Secretary of Agri- 
culture, was the guest of S. F. West- 
brook, vice-president of the Aetna Life, 
at a luncheon at its home office last 
week. Secretary Wallace was in Hart- 
ford to speak before the convention of 
the National Grange. Mr. Westbrogk 
was one of the insurance men who sup- 
ported the farm relief program in its 
early stages. 

Neil D. Sills, Richmond manager of 
the Sun Life of Canada and_ former 
president of the National Association of 
Life Underwriters, who for many years 
has been teaching a Bible class at Cen- 
tenary Methodist Church in Richmond, 
officiated as toastmaster at the annual 
banquet of the class last week. 


Ray W. Conde, president of the “In- 
surance Field,” died last week at his 
apartment in the Brown Hotel, Louis 
ville, after a prolonged illness. He was 
50 years old. Mr. Conde had been prom- 
inent in insurance newspaper work for 
26 years, having entered the business in 
1908 with THE NATIONAL UNDERWRITER 
In 1914 he joined the “Insurance Field 
as secretary, which office he held 
throughout his 20 years’ service. He 
was elected vice-president and general 
manager in 1930 and was advanced to 
president in January, 1934. Mr. Conde, 
who was born in Chicago May 23, 1884, 
and was educated in the public schools 
of that city, began his business career 
at the age of 17 .as a personal office boy 
for the late Marshall Field. Subse- 
quently he worked for the Rock Island 
Railroad, the Standard Car Manufactur- 
ing Company and the Whiteley Exer- 
ciser Company, of which he became 
sales manager. Mr. Conde is survive 
by two brothers, Arthur Conde of Belvi- 
dere, Ill, and Homer Conde of St 
Louis, and a sister, Mrs. Mabel Luther 
of St. Louis, wife of Eugene A. Luther, 
field representative of the National 
Surety in 14 states in the middle west. 


W. A. P. Wood, assistant - general 
manager and actuary of the Canada Life, 
recently completed 35 years of service 
with that company. In 1899 he gave uP 
teaching mathematics to join the ac- 
tuarial department of the company. Five 
years later he was appointed assistant 
actuary. In 1912 he became actuary 
and in 1930 was appointed assistant 
general manager as well. 


M. F. Murphey, 71, father of D. J: 
Murphey, publicity director of the Get- 
eral American Life, died. at his home ' 
Webster Groves, Mo. ; 


Heber J. Grant, president and founder 
of the Heber J. Grant & Co. genera 
agency, the Utah Home Fire and the 
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gho is also head of the Latter-day Saints 
or Mormon church, celebrated his 78th 
pirthday last week. 


Insurance Commissioner E, F. Mitchell 
of California has been appointed a city 
councilman of Belvedere, Cal. He served 
for a number of years as a member of 
the board of trustees of Belvedere before 
it adopted the council form of govern- 
ment. 


Again James P. McInroy, former 
Colorado manager of the State Life, has 
successfully managed the gubernatorial 
campaign for Colorado’s governor, Ed 





C. Johnson, winning 58 out of 63 
counties. Mr. McInrow has a reputa- 
tion for being an organizer for when 
Governor Johnson sought a plan to re- 
duce the expenditures of Colorado, he 
appointed Mr. MclInroy to the position 
of budget and efficiency commissioner. 
Mr. MclInroy is a native of Colorado, 
one of the big powers in the state and 
one of its most ardent boosters. 


Harry W. Hutchins, for many years 
a representative of the National Life of 
Vermont in Cincinnati, has been elected 
governor of the Society of Colonial 
Wars in Ohio. 
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LIFE AGENCY CHANGES 





New Columbus General Agent 





E. E. Hawkes, Jr., of Chicago Succeeds 
J. C. Dexter as Head of State 
Mutual Office 





Edward E. Hawkes, Jr., of Chicago 
has been appointed general agent in 
Columbus, O., for the State Mutual 
Life. He succeeds John C. Dexter, who 
has been very successful in personal 
production and desires to devote his en- 
tire time to that work. : 

Mr. Hawkes has been connected with 
the State Mutual agency in Chicago 
three years. In addition to personal pro- 
duction he has acted as_ supervisor. 
Prior to his connection with the State 
Mutual, he was engaged in the steel 
and banking business in sales and ex- 
ecutive positions. 

Mr. Hawkes was born in Keokuk, Ia. 
He spent two years at Lake Forest 
College, Ill., and completed his training 
at the University of Michigan. 


American National Makes 
Three Major Appointments 








The American National of Galveston 
announces general agency appointments 
in its ordinary department at Little 
ag Portland, Ore., and Harlingen, 

ex. 

Arthur L. Theiss, who had been con- 

nected with the Lincoln National for 
the past three years, and prior to that 
since 1923 with the Metropolitan Life, 
is the new manager at Little Rock. He 
is a graduate of Kansas State Agricul- 
tural & Mechanical Arts College. He 
was engaged in engineering for 10 years 
and served in the war, being discharged 
with the rank of captain, before enter- 
ing the life insurance business. 
_ At Harlingen the new general agent 
is N. I. Koppel, who operates a gen- 
eral insurance agency there. He stud- 
ied law at Marquette University in Mil- 
waukee and practiced law in that city 
lor many years, moving to Harlingen 
In 1929, 

The new manager at Portland is A. 
A. Hendricks, who had been connected 
with the Connecticut Mutual since 1930. 
For the last two years he was the lead- 
ing producer for that company in Port- 
land. After leaving Washington State 
College he joined the Union Pacific 
railroad and was appointed director of 
athletics. He served for four years as 
President of the International Athletic 
Association of the railroad industry. 





L. L. Mackey 


L. L. Mackey, an agent of the Cen- 
tral Life of Iowa at Webster City, Ia., 
or four years, has been named agency 
Manager for Fort Dodge and Webster 
City, with headquarters in Fort Dodge. 





Gastil Names District Agents 


A district office in San Diego under 
ard Fitzpatrick and another in Santa 
na under Allen Mandy have been 
opened recently by W. G. Gastil, man- 
ager southern California territory for 
the Connecticut General. E. C. Austin 
comes branch manager at Pasadena. 





The Los Angeles office has been con- 
siderably enlarged. The Gastil agency 
ranks third in the company contest in 
honor of President R. W. Huntington’s 
45th anniversary with the company. 





Judisch Arizona Manager 


The West Coast Life has appointed 
Arthur Judisch agency manager for 
Arizona. He has been with the com- 
pany for several years as agency man- 
ager of the North Bay district of Cali- 
fornia. He is succeeded there by J. F. 
Soares. 





Weatherly to Little Rock 


J. E. Weatherly, Jackson, Tenn., has 
been transferred by the Interstate Life 
& Accident to Little Rock, Ark., as dis- 
trict manager. He was given a banquet 
there, special guests including W. H. 
Foster, district supervisor, Chattanooga, 
Tenn., and W. Tinsley, district super- 
visor, Pine Bluff, Ark. 





Life Agency Notes 





C. A. Gustafson of Marshalltown, Ia., 
has been appointed general agent of the 
Alliance Life. 

C. J. Wohosky, formerly St. Louis gen- 
eral agent for the Manhattan Life has 
joined the State National Life of St. 

uls. 

J. E. Raffaeli has been appointed dis- 
trict agent of the Lincoln National Life 
in Richmond, Va., operating under the 
general agency in Norfolk. He was for- 
merly a rabbi with a pulpit in Richmond. 








CHICAGO NEWS 

















TO HOLD GENERAL AGENTS NIGHT 


The Life Agency Supervisors Associ- 
ation of Chicago will holds its first 
“general agents night,” Dec. 20 at the 
Hamilton Club, Prof. S. N. Stevens of 
Northwestern university being the 
speaker. The professor will talk on “Se- 
lection and Training of Agents.” The 
committee in charge cf the night is: 
A. S. Ingersoll, associate general agent 
Mutual Benefit, chairman; H. N. Wal- 
ters, Penn Mutual, and Robert Cameron, 
Prudential. The nominating committee 
has reported a slate which is being 
voted on by mail: President, A. H. 
Hiatt, Aetna Life; vice-president, E. E. 
Enoch, Connecticut General; secretary, 
Talmadge Smith, Spaulding agency Mu- 
tual Life of New York. Results will be 
announced in the December meeting. 

*x* * * 
ACACIA MUTUAL AGENCY INCREASES 

Twenty percent increase in business 
so far this year is reported by Manager 
L. S. Broaddus of the Acacia Mutual 
Life in Chicago. 

* * 
HAVILAND AGENCY’S FINE RECORD 


The Chicago agency of the Connecti- 
cut General Life under Manager F 
Haviland wrote nearly $5,000,000 of new 
business in the “President’s Anniver- 
sary” campaign of two months ending 
Nov. 30. Of the total approximately 











Wider Opportunity Means 
Larger Responsibility 


As the public depends more and more upon 
the advice of life insurance agents, their obliga- 
tion to meet various requirements increases. 


Recently a policyholder was so pleased with 
the agent’s arrangement of his insurance that he 
asked him to interview his employees. 


Salary savings insurance proved to be the 
most favorable way of doing business with this 
large organization of well paid employees. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





$1% GAIN in Salary Savings 
System business for the year to 
date is reported by THE LINCOLN 
NATIONAL LIFE INSURANCE 
COMPANY of Fort Wayne. 


Indiana. Growing 





interest in old age income plans 
and the opportunity to budget 
insurance premiums, plus a com- 
plete, modern sales kit, help LNL 


men sell Salary Savings System. 
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$2,000,000 was written in October, when 
the paid production was about $700,000, 
and nearly $3,000,000 in the first 21 days 
of November alone. The Haviland 
agency was in the forefront during the 


contest period. 
* * 


MANUFACTURERS LIFE MOVE 
The Chicago branch office of the 
Manufacturers Life of Toronto has been 
moved from 120 South La Salle street 
to the Otis building, 10 South La Salle 
street. W. A. Kerry is manager. 


HAS 100 PERCENT INCREASE 


The Chicago agency of the Franklin 
Life under General Agent F. J. Budin- 
ger reports it is 112 percent ahead of 
last year for the period to date. Mr. 
Budinger has appointed C. W. Bonifield 
unit manager, the third in the agency. 
Mr. Bonifield formerly was with the 
Missouri State, and then its successor, 
the General American Life. 


PRODUCTION UP 50 PERCENT 


Griffin, Ingram & Pfaff, Chicago gen- 
eral agents of the Equitable Life of 
Iowa, are in third place country-wide 
among the company’s agencies for the 
year to date, production of the agency 
being more than 50 percent ahead of 
last year. 

* * 
SEITZ AGENCY IS TO MOVE 


The Kansas City Life’s agency in Chi- 
cago managed by W. M. Seitz will dou- 
ble its space about Dec. 15, taking large 
quarters on the second floor in the Con- 
way building. 

* * 
GOLDMAN AGENCY WELL AHEAD 


The Chicago ordinary agency of the 
Prudential, managed by A. Van Gold- 
man, stands 50 percent ahead in Novem- 
ber, having paid for over $800,000 up to 
the last week. The office for ten months 
stands second for net increase in busi- 
ness among all the company’s ordinary 
agencies and in October was in first 
place. D. M. Kaatz of the Goldman 
agency was leading ordinary agent of 
the country for net issue in October. 
He went into the agency without pre- 
vious life insurance experience three 
years ago. 

* * x* 
BIG DEMAND FOR ANNUITIES 

Life offices in Chicago report that 
there is no diminution in the sale of an- 
nuities and other retirement forms. 
Where there is a strong investment fea- 
ture in a contract, that is attractive. 
There is a feeling on part of people that 
the life companies are undoubtedly the 
safest institutions and hence are willing 
to trust their money with them. Many 
are buying forms of annuities which per- 
mit them to pay a stipulated sum per 
year and then have the annuity start at 
a designated time or one which may be 
elected. Insurance salesmen are en- 
deavoring to find people that. have 
money that can be utilized and they 
soon discover the line of least resistance 
is the annuity or some investment or 
savings in the corm. of insurance. 

* 


HAVE REAL “LIVE WIRE” BOARD 


The Central branch of the New York 
Life in Chicago is stirring up business 
in the remainder of the year through 
use of an electrical board featuring a 
‘live wire” contest. A small light op- 
posite an agent’s name is flashed when 
business is produced. The bulb remains 
unlighted as long as no business has 
been received. The office has been di- 
vided in six groups with a Top club 
member as “chief electrician” and one 
of the office force as “assistant elec- 
trician.” Phil Schaefer of the branch 
signed a contract Sept. 20 and by Oct. 
10 had written 15 apps for $22,000. 
Arthur Peterson and J. S. Frederickson, 
are the agency organizers in charge of 
the branch. 

*x* * xX 
SELL INVESTMENT FORMS 


The sale of investment forms of life 
insurance in the industrial offices in 
Chicago has increased. In one district 
the manager reports that his office has 
sold more single premium policies in 











NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. 


Supplementing the 


“Unique Manual- 


t” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





State Mutual’s Announcement 


Important Facts Are Presented in a 
Statement Made to Agents by Presi- 
dent Chandler Bullock 


The State Mutual Life has announced 
that its present dividend schedule will 
be continued next year. The interest 
rates on instalment option settlements 
and on dividends left to accumulate will 
be 4 percent. Monthly income disability 
benefits will not be written after Jan. 1, 
but waiver of premium disability will be 
continued at the present rates. 

Starting the first of the year, the com- 
pany will write a 10-year convertible 
term policy. Heretofore its term busi- 
ness has been limited to a five-year term 
and family income. The new policy will 
be convertible within 10 years without 
evidence of insurability but will be non- 
renewable. 

President Bullock, in announcing to 
the field force the changes, states that 
as to the interest paid on deferred settle- 
ments and dividends, the company has 
only to point to the fact that the mutual 
savings banks and the interest depart- 
ments of other banks are averaging to- 
day not over 3 percent in their interest 
payments and many are not paying over 
2% percent. 

nha to disability benefits, he 
said: 

“We shall continue to write waiver 
of premium disability coverage along 
with all the other life companies. How- 
ever, it is well known that most all of 
these companies have already discon- 
tinued all forms of disability income 
contracts. Indeed since the increase in 
rates for this particular form of disability 
benefit and the reduction of the monthly 
income to % of 1 percent of the face 
amount of the policy (which became 
effective March 1, 1932)—this special 
coverage has ceased to be attractive and 
has been extended by this company to 
less than 100 applicants in these two 
and three-quarters years. 

Specimen premium rates per $1,000 
on the ten-year term are as follows: 


Age 20 Age 40 
“oe a 


Ontario Equitable Life 


Important rate changes will be an- 
nounced, it is understood, when the On- 
tario Equitable Life of Waterloo, Ont., 
celebrates its 15th birthday next week. 
While details of the changes have not 
been divulged, the company, which is 
one of the few in Canada writing non- 
par business exclusively, will probably 


increase rates on all investment types: 


of policies, with rates on other plans 
remaining unchanged or even slightly 
lower. The governing factor in the 
change will be interest rates, the de- 
gree of change depending on the part 
which investment funds play in the con- 
tract. Some change will also be made 
in surrender and paid-up values, it is 
reported, to conform to the new level of 
premium rates. 

As an example of the changes in rates 
and values announced by the Ontario 
Equitable Life, rates for the whole life 
select risk policy have been slightly in- 
creased below age 40 and decreased 
above that age. At the same time the 
company, by increasing materially the 
paid-up values granted, has made the 
policy more attractive to policyholders 
who in later years find it necessary to 
drop their policies. 








1934 than it had in the 12 previous 
years, while another district manager 
says the single premium business is 
equal the total for the last ten years. 





Aetna Life’s New Rates Given 


Increased Non-participating Scale and 
Dividend Schedule for 1935 
Are Announced 


The Aetna Life’s new nonparticipat- 
ing rates, and dividends in the partici- 
pating department are announced. Ad- 
ditions to the participating department 
are a series of insurance with life in- 
come contracts maturing at stated ages 
from 50 to 70, which heretofore have 
been written only in the nonpar depart- 
em and are being continued there as 
well. 

Changes also have been made in in- 
comes payable under mode 4 of the set- 
tlement options, the incomes generally 
being higher for men and lower for 
women. The new dividend figures are: 
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End Year 
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Participating Life Income Rates 


Ine. Ine. 
Age at50 


- $43.92 


Non-Participating Rates 
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20 
Pay End. at65 
55.48 140.36 
57.59 159.54 
59.84 183.95 
62.24 216.11 
64.80 260.48 
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AGENCY NEWS 


Million in Michigan Contest 








Banquet Concludes 60 Day Football 
Drive of American Life of Detroit 


Agents 


DETROIT, Nov. 29.—Sixty mem- 
bers of the Michigan agency force of 
the American Life of Detroit attended 
a banquet given by the company for 
the winners of the football contest 
which ran for 60 days and produced 600 
applications for nearly $1,000,000 of new 
business from the Michigan field under 
M. E. O’Brien, Michigan supervisor. D. 
B. Ayres was captain of the winning 
team. C. W. Dunham headed the losers, 
who produced more business than the 
winners but lost out because the con- 
test was based on the number of ap- 
plications. About 600 applications were 
submitted during the contest. 

L. A. Mead, Lansing manager, talked 
on) “How I Get Prospects’; R. E. 
Saunders, Bay City manager, on “Writ- 
ing Bigger Applications”; Claris Adams, 
executive vice-president, on “The Amer- 
jcan Life—Its Past—Its Future”; E. H. 
Marshall, superintendent of agents, on 
“95 Years with the American Life”; F. 
N. Milette, of Adrian, on “Writing Ap- 
plications in Small Towns”; Sam Lie- 
berman, Detroit, on “20 Years in the 
Life Insurance Business.” F. J. David- 
son, Ann Arbor, and D. C. Pope, Pon- 
tiac, also spoke briefly. 

The banquet, at which the winners 
enjoyed a steak dinner and the losers 
dined on beans, was held in Ypsilanti 
after the Michigan-Northwestern foot- 
ball game. 


Maintaining High Production 


General Agent White of Connecticut 
Mutual in Dallas Cites Profits 
to Agents in Business 


General Agent E. F. White of the 
Connecticut Mutual in Dallas, Tex., pro- 
pounds the question “Does Life Insur- 
ance Selling Pay the Agent in Cash?” 
and answers it in the agency’s bulletin, 
“Notes from the White House.” 

“All of us know that the selling of 
life insurance pays big. dividends in the 
satisfaction that comes from making 
widowhood and childhood safe, in mak- 
ing the lot of the old man comfortable,” 
General Agent White said, “but there 
are those who ask: ‘Does it pay the 
agent in money?’ The question is a 
proper one because admittedly our busi- 
ness is overrun with misfits and incom- 
petents, who couldn’t or wouldn't do 
well in any business. 


Amounts to $6,000 a Year 


“So let’s look at the cash figures as 
they apply to men in this agency. Dutr- 
ing the first six months of 1934, the high 
15 men in this agency sold $1,829,519 of 
paid for life insurance. This is an av 
erage of $122,000 per man for the six 
months’ period, or an average of $244,- 
000 per man for the year 1934, assuming 
the same rate of production for the re- 
maining six months of the year. 

“This amounts in dollars and cents to 
an average of $3,112 per year per man, 
or approximately $260 per month per 
man. The foregoing figures take into 
account first year commissions only. 
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If we assume the renewal commissions 
are as Valuable as the first year com- 
missions (and if the business is prop- 
erly sold and serviced that is a fair valu- 
ation), then the average earnings of 
these 15 high men amount to over $6,000 
per year per man in a year such as 1934 
has been. Not bad, we think.” 

There were five agents who paid for 
$20,000 or more in August and nine 
paying for $10,000 to $20,000. 















Frank M. See Agency Writes 
Half Million in Day Drive 





S 
Contest 


The Frank M. See general agency of 
the New England Mutual Life at St. 
Louis in a one-day sales campaign broke 
all existing company sales records by 
100 percent, 24 agents writing 165 appli- 


cations for $327,100. The drive desig- 
nated as “Capacity Day” was staged in 
honor of F. M. See. 

Each member of the agency pledged 
himself to begin work at 7 a. m. and 
to continue on the job until 11 p. m. 
in an effort to see how much insurance 
could be written in a single day. 

Plans for the drive were outlined to 
the agents two days before the drive, 
but no business was held back and no 
appointments that had been made were 
deferred. Each agent prepared a care- 
fully selected list of not less than 50 
prospects properly routed. Mrs. E. S. 
Miller secured the greatest number of 
applications, while R. C. Newman, sub- 
mitted the largest volume, $105,000. Al- 
though the St. Louis agency had its 
biggest year in 1933 the volume of new 
business in 1934 is running 25 percent 





ahead of last year. 
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BAILEY 


life insurance for means of providing 
retirement incomes, Prof. W. B. Bailey, 


r the Travelers economist, declared at the 
pro- Cleveland Life Underwriters Associa- 
nsur- tion’s luncheon. 
sh?” Citing a survey which showed many 
letin, persons had expressed a need for more 
' life insurance protection for themselves 
‘Z as well as their families, Professor Bai- 
bine ley said it indicated that many were 
aa now looking upon life insurance from a 
se.” standpoint of income. “It takes at least 
heme $25,000 of insurance to produce a satis- 
the factory investment income for members 
—% of the family in case of the death of 
usi- the breadwinner,” he said. Smaller 
iis amounts of life insurance will not pro- 
do duce a satisfactory income on a straight 


investment basis. However, a monthly 
income plan enables policyholders to 
Provide worthwhile amounts of income 
as for varying periods of years. For ex- 


ur- ample, $5,000 insurance wil! produce an 
igh income of $100 a month for more than 
9 four years, whereas the same amount 










Av of protection invested at 4 percent will 
= ‘ yield an income of only $200 a year. 
i Life insurance protection can be in- 
. creased from time to time so that in- 
Come over a longer period of years 
és ar gd be provided. As the buying power 
: of a policyholder increases the income 
. period can be extended from five to 
rs *"N or 20 years, or even as long as a 


beneficiary may 





live. 











Michael J. Cleary, president of the 
Northwestern Mutual Life, spoke at the 
30th anniversary luncheon of the Life 
Underwriters Association of Los An- 
geles on the agent’s position in business 
today and in the future. He sounded a 
call for clear thinking and sound finance 
and urged legislators to recognize their 
responsibilities to the country and its 
citizens. Violent inflation would ruin 
America, he said. Legislators should 
think in terms of sound financial pol- 
icy, sacredness of contracts and the 
equities that exist between the man who 
borrows and the man who lends. 

Governor F. F. Merriam of California 
was an honor guest at the luncheon. He 
praised life insurance and the sustaining 
effect of life insurance payments on 
policyholders in their late years. He 
said he looked forward to the day when 
every person will be required during his 
earning years to take out life insurance 
and maintain it in force. 

John Newton Russell, agency advisor 
of the Pacific Mutual, talked on the 
conditions in life business 30 years ago. 


* * * 
Favorable Public Attitude 
Great Aid to Agent Today 


SOUTH BEND, IND., Nov. 28.— 
The present favorable public attitude 
toward life insurance was characterized 
by A. L. Dern, vice-president Lincoln 
National Life, as the most powerful in- 
fluence behind the life insurance agent 
today, in an address at the semi-annual 
sales conference of the South Bend Life 
Underwriters Association, with 150 pres- 
ent. 

He said the public is interested pri- 
marily in the safety of investment and 
the protective features in the institution 
of life insurance; that the agent’s pres- 
entation should tend to emphasize these 
characteristics, rather than cash and 
loan values, premium rates or special 
policy provisions. He cited the survey, 
by the Curtis Publishing Company to 
illustrate his point. He urged agents 
to join and support their local associa- 
tions. 

Dr. S. S. Huebner of the University 
of Pennsylvania gave three addresses 
under the auspices of the local associ- 
ation. ‘ 

H. L. Rogers of Indianapolis, presi- 
dent of the state association, attended 
the conference. 





* 


San Francisco—The first award of the 
parchment donated by the Wells Fargo 
Bank & Union Trust Co. for presentation 
to the life agency showing the largest 
percentage of available personnel en- 
rolled in the association membership 
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All in ONE POLICY: 


family $10, 


family 


IN ADDITION: 


posits. 


continued to make deposits yourself. 
the FULL FACE VALUE of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Men Wanted — Reliable and Trustworthy Men To Sell 


The United Six-Way Protection Contract 


1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 
2 IF YOU DIE BEFORE AGE 65—it will pay your family 35,000. 
IF ANY FATAL ACCIDENT should occur to you—it will pay your 


000. 
4 IF bi me Ey FATAL ACCIDENTS should occur to you—it will pay your 
& IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 


you $50.00 per WEEK for 52 WEEKS, and $25.00 per WEEK thereafter. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. 


(Non-Cancellable) 
(Non-Proratable) 


6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 
will be relieved of the necessity of making any further premium de- 
Then at age 65 you will receive $5,00 


0, just as though you had 
In the event of your prior death 


Write—Agency Department 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 
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Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
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Facts About Protective Life 


(Excerpts from. 27th Annual Statement to Policyholders) 


paid $11,405,825.46 to policyholders 


Protective Life has over eight and 
and beneficiaries. 
*x 


one-half million dollars of assets, and 
owes no borrowed money of any kind. 
During the four years of the depres- 
sion it has met promptly and at par 
every obligation and in addition has 
made spme conservative new invest- 
ments each year. 
* * * 


*. 

It writes both participating and non- 
participating insurance. Its low cost 
non-participating policies become par- 
ticipating when. paid up, thus giving 
the policyholder the advantage of a 
guaranteed low cost during the pre- 
F . mium-paying period and the partici- 

It has and will continue to cooperate pation in dividends when paid up. 
with President Roosevelt and such * * * 
recovery agencies as the NRA, and 
Home Owners Loan Corporation. 


* * * 


Protective Life is not now and never 
has been affiliated with any other in- 
stitution. 


Because, unfortunately, some un- 
scrupulous persons advise policy- 
holders to drop their old insurance 
to take new, it is appropriate to re- 
peat the warning we have frequently 
given in the past: Do not drop a 
policy in any legal reserve life in- 
surance company for one in Protec- 
tive Life. Do not drop a Protec- 
tive Life policy for one in any other 
company. Any person who induces 
you to drop a legal reserve policy 
usually has his own interest in mind 
and not yours. Before taking any 
action, get the proposition in writ- 
ing and then submit it to the Super- 
intendent of Insurance of your state. 


* * * 


The reserves set aside for its pol- 
icyholders are in excess of legal re- 
quirement and are further strength- 
ened by its unusually large capital, 
surplus and contingency reserves. 


* * * 


Since its organization in 1907 it has 


LIFE INSURANCE Q. 
BIRMINGHAM, ALABAMA. 


Operating in Alabama, Tennessee, Texas, Florida, North Carolina, 
Arkansas, Louisiana and Mississippi 
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30 years of 
never faltering service 
to agents makes the 
Guaranty Life outstanding 
: as an agents’ company 


modern, liberal policy contracts, 
a strong financial foundation, 
experienced, sincere management 
are yours when you represent 
this sound, progressive company 


vW 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 
Davenport, Iowa 
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“weighted figures” for use in determin- 

ing the winner is being worked out. 

The next meeting will be held Dec. 13. 

E. E. Williams of the Department of 

Justice will discuss traffic in narcotics. 
*x* * * 

Seattle—Dr. L. P. Sieg, president Uni- 
versity of Washington, spoke on 
“Achievement in Education.” Miss Freda 
Archer reported on the Milwaukee con- 
vention of the National association, and 
Clyde Rose discussed “Educational Insur- 
ance.’ The program was arranged by 
the women’s division, with Mrs. Ethel 
Phillips, chairman. 

*x* * x* 

Springfield, 0.—C. Vivian Anderson of 
Cincinnati, past president National as- 
sociation, was the guest speaker at the 
November meeting. He pointed out that 
charity is an indictment against society. 
He said that civilization has set up the 
necessary machinery for the elimination 
of charity through the instrumentality 
of life insurance. It is necessary, he 
thinks, that the public be given an 
understanding of the benefits of life in- 
surance, and that in order to accomplish 
this, it is necessary that life companies 
have a better trained organization. He 
pointed out that there is some criticism 
of the funds that have been paid out for 
relief during the last four or five years. 
He contrasted that with the benefits that 
have been paid by life companies, stat- 
ing that if double the insurance had been 
in force on double the number of lives, 
the relief load of the federal government 
would have been greatly reduced. 

* * 


* 
California—Life underwriters of the 
state are organizing to back National 
President Riehle 100 per cent in his pro- 
gram for the solution of the three basic 
problems of part-time agents, elimina- 
tion of obviously unfit agents and selec- 
tion of agents. This work is being co- 
ordinated through the California State 
association, of which Kellogg Van 
Winkle of Los Angeles is president. 
Plans are now under way for conferences 
with Commissioner Mitchell and Neil 
Cunningham of the attorney general’s 
office, looking toward the introduction of 
proposed legislation when the legislature 
convenes in January to strengthen the 
present laws. b 
President Van Winkle plans to call a 
meeting of the association at Santa 
Maria Dec. 14-15, subject to approval 
of the directors, to determine a definite 
line of action on certain projects. 
* * 
Sheboygan-Appleton, Wis.—E. L. Car- 
son, Milwaukee, agency manager Equit- 
able Life, spoke on “This Business of 
Ours.” A. B. Heald, Milwaukee general 
agent Provident Mutual and national 
executive committeeman, spoke on local 
organizations and in the interests of the 
National association. 
* * * 
Neenah-Menasha, Wis.—Earl Frei, 
Fond du Lac, Wis., district manager 
Mutual Life of New York, spoke on 
“Prospecting.” 
* * x 


Philadelphia—The second in the series 
of educational lectures will be given 
Dec. 6, the speaker being Irvin Bendiner 
of the Philadelphia bar, who is also a 
life insurance man. His subject is, “How 
and to Whom Should Your Life Insur- 
ance Be Payable?” 

* * x 

Kansas—L. B. Brown, of the Brown, 
Ginzel & Co. agency, Wichita, represent- 
ing the Travelers, has been named sec- 
retary-treasurer of the newly launched 
Kansas State association by President L. 
C. Swinney, Pacific Mutual, Wichita. R. 
B. Daniels, Hutchinson; H. W. Moore, 
Topeka, and C, O. Marietta, Salina, are 
vice-presidents. 

* * * 

Oklahoma City.—The 7:15 breakfast 
conferences are proving popular. R. T. 
Stuart, president of the Mid-Continent 
Life, spoke on the “Life Agents Part in 
Economic Security of our Country” at 
the second breakfast meeting. He told 
of the good work done by life insurance 
noney during the depression. 

* * x 

Cleveland, 0,—Wm. B. Bailey, econ- 
omist of the Travelers, speaks on “How 
Life Insurance is Meeting Changing Con- 
ditions.” The Cleveland association now 
has a membership of 534. 

* * x 
Cedar Rapids, Ia.—L. O. Schriver, gen- 
eral agent Aetna Life at Peoria, Iil., 
and vice-president of the National asso- 
ciation, was the speaker at the Novem- 
ber meeting. His subject was “The Ten 
Commandments of Life Insurance Sell- 
ing.” M. L. Seltzer of Des Moines state 





spoke about the annual national conven. 
tion to be held in Des Moines in ge, 
tember. He is chairman of the atteng. 
ance committee. M. M. Thompson, preg, 
dent, presided. 

*x* * * 


Flint, Mich.—H. C. Brayton, agency 
organizer Mutual Life of New York 
spoke on “Your Life Insurance Prop. 
erty.” 

* * * 

Michigan—R. B. Hull, managing dire. 
tor National association, will attend the 
state meeting in Jackson. He was not 
on the original program but will be 
given a place in the agency conferences 
Friday and at the breakfast round-table 
Saturday. 

* * * 


Orange County, Cal.—D. BE. Keider, 
Pasadena, manager Pacific Mutual Life, 
spoke, followed by a round table forun, 
Joseph Charleville, managing director of 
the Los Angeles association talked upon 
association matters. 

* * * 


Pine Bluff, Ark.—F. A. Vineyard, sv. 
pervisor of the G. H. Campbell agency 
of the Aetna Life in Little Rock, spoke 
on “The Logic of Life Insurance.” 


* * * 


Joliet, 111.—R. H. DuF lon, superintend- 
ent of agents, Metropolitan Life, ad. 
dressed the November meeting. He 
emphasized the fact that agents must 
adapt themselves to the new era of life 
insurance salesmanship in which we find 
ourselves. 


* * * 

Decatur, 11.—J. D. Dill of Carbondale, 
Ill, was the guest speaker. His topic 
was “Your Job and Mine.” 

* * * 

Jacksonville, Fla—J. H. Chaille, 
Equitable Life of New York, has been 
elected president, succeeding R. G. Wil- 
liams. Other officers are: Vice-president, 
E. M. Morganstern, New York Life; sec- 
retary-treasurer, Lee Macdonell, Sun Life; 
executive committee, J. R. Castine, J. R 
Dykers, J. R. Anthony, Jr., A. L. John- 
son, J. L. Longmire and D. R. Mason. Mr. 
Chaille is one of three men in Jackson- 
ville and nine in Florida holding the 
c. L. U. designation. 

* * * 

Buffalo, N. -—Reports of the state 
convention in Poughkeepsie were given 
by Warren B. Smith, president; J. L. Lee 
and Sidney Wertimer. F. Jean Little, 
president Detroit association, spoke on 
‘If I Should Live.” 

* * x 

Jackson, Miss.—Commissioner George 
D. Riley told the Mississippi association 
of the trouble caused by unlicensed com- 
panies. J. G. Chastain, Jr., superintend- 
ent of city schools, advocated teaching 
insurance in the high schools. 

* * * 

Northern New Jersey—There are three 
great markets in the life insurance field, 
protection, reserve and investment, Hugh 
D. Hart of New York City said at the 
luncheon-meeting in Newark. He de- 
clared there is not enough constructive 
thinking in the business. He spoke of 
the field for insuring of women who 
carry less life insurance than any other 
class. 

John Clayton, chairman ofthe inter- 
agency bureau of the association, de- 
scribed the bureau, established to fur- 
nish speakers for the various agencies 
at their agency meetings. 

; *x* *K * 

Columbus, O.—Paul Speicher of the 
Insurance R. & R. Service, Indianapolis, 
will speak at the December meeting. 

*. 2 

Champaign, Ill.—At the November 
meeting O. R. Carter of Chicago, super- 
visor of the New York Life for a num- 
ber of central states, was the chief 
speaker. President R. P. Stieglitz in- 
troduced R. J. Dunning, a former presi- 
dent of the Decatur, IIl., association and 
manager of the New York Life, who in- 
troduced Mr. Carter. 

Mr. Carter dwelt on “The Stability of 
Life Insurance” and analyzed the securi- 
ties which companies can hold under 
state laws. He explained the manner in 
which investments are chosen by the 
finance committee. He urged life men 
to solicit more of the types of life in- 
surance that have been conspicuously 
successful with companies in years 
gone by. 

President Stieglitz announced future 
speakers as E. S. Smith, agency direc- 
tor Equitable Life of Iowa; Louis Behr 
of Chicago, agent of the Equitable Life 
of New York; C. W. Rueling of Peoria, 
general agent Massachusetts Mutual; F. 
L. Mable, superintendent of! agencies Se- 
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“LIFE COMPANY CONVENTIONS 








Behrens Speaks at Detroit 





Continental Assurance Leaders Gather 
—President Estimates 20 Million 
Will Be Aided in 1934 





DETROIT, Nov. 28—‘“In 1934 life 
companies in the United States and 
Canada will pay benefits in about 7,000,- 
000 cases and these benefits will ren- 
der financial aid to over 20,000,000 peo- 
ple,” H. A. Behrens, president Conti- 
nental Assurance and Continental Cas- 
ualty, told 75 general agents and man- 
agers and their leading producers at a 
banquet in Detroit. 

“One person out of every seven of the 
entire population will feel the benefi- 
cent touch of life insurance in 1934. 
Over 800,000 payments will be by rea- 
son of the death of the policyholders. 
Of all deaths in these two countries 
during the year, men, women and chil- 
dren, about six out of ten on the aver- 
age, made life insurance provision for 
their dependents. The fact that 60,000,- 
000 people have bought life insurance 
voluntarily is conclusive proof that the 
average American wants only a chance 
to be and to remain free and indepen- 
dent of government aid.” 

Leaders Are Present 


Mr. Behrens was introduced by 
George Comer, Detroit, general agent 
for the companies for 25 years. All 
general agents and managers in the 
state were present together with the 
leading producers from the agencies 
who qualified, metropolitan Detroit 
agents qualifying by producing some in- 
surance during November and outstate 
men qualifying by producing $10,000 or 
more during the month. 

D. M. Phipps, superintendent of 
agencies, spoke on meeting the selling 
problems which life insurance men are 
facing today. He emphasized _ partic- 
ularly the desirability of avoiding mere 
casualness in selling and stressed the 
importance of a‘ positive attitude of mind 
and the necessity for having a definite 
program of procedure to follow. 

W. G. Curtis, president National Cas- 
ualty, was a guest at the meeting and 
spoke briefly. R. B. Smith of Grand 





Rapids, state manager Continental As- 
surance, was in charge of the meeting. 
He introduced Mr. Wierengo of Mus- 
kegon and Phil Kanter of the Ben Tol- 
mich general agency in Detroit, who 
were the leading producers in the state 
in November. 


Northwestern Mutual Rally 


Annual Regional Meeting for the East- 
ern States Will Be Held 


in January 





The annual regional meeting of agents 
of the eastern states of the Northwest- 
ern Mutual Life will be held at the 
Waldorf Astoria, New York, Jan. 2-3. 
The committee in charge consists of R. 
U. Hergesheimer, chairman, Philadel- 
phia; W. F. Atkinson, Brooklyn; P. T. 
Allen, Buffalo; E. T. Lothgren, Provi- 
dence; J. V. Talbot, Newark; C. O. 
Law, Wheeling, and H. S. Allen, Lan- 
caster. Rudolph Recht of New York 
City is in charge of arrangements. | 

The speakers from the head office will 
be President Cleary, Vice-president Ed- 
mund Fitzgerald, Director of Agencies 
G. L. Hill and Assistant Directors of 
Agencies W. R. Chapman and R. P. 
Thierbach. 


—__— 


Equitable General Agents Meet 


A sales conference in Des Moines, at 
which the 1935 business program was 
planned, was attended by 15 general 
agents and officers of the Equitable Life 
of Iowa. The forthcoming year 1s ex- 
pected to be a banner year for the Equi- 
table, S. A. Swisher, Jr., assistant super- 
intendent of agents, told the general 
agents. 

Attending the conference were Hugh 
E. Bell, Seattle; H. E. Bardenhuer, New 
York; P. B. Rice, Harrisburg, Pa.; C. 
M. Vaughn, Roanoke, Va.; H. S. Sut- 
phin, Pittsburgh; H. A. Hedges, Kan- 
sas City; Herbert Hendricks, Decatur, 
Ill.; G. W. Cameron, Minneapolis; J. B. 
Morman, Cincinnati; Roy H. Lauer, 
Williamsburg, Pa.; B. F. Hadley, Jr., 
Columbus, O.; G. R. Foote, Rochester, 
N. Y., and H. C. Finch, Northwood, Ia. 
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New Company Is Functioning 





Rural Bankers Life of Illinois Has Es- 
tablished Its Home Office 
in Chicago 





The Rural Bankers Life with head- 
quarters at 130 North Wells street, Chi- 
cago, is now functioning. John V. Sees, 
the president, is also president of the 
Rural Bankers Life of South Bend, Ind. 
The Indiana company wrote $17,500,000 
of business during the three years it has 
been in the field. A. H. Sapp is secre- 
tary of both companies. S. E. Clem- 
ents, who has been agency director of 
the South Bend company, will now de- 
vote all his time to the Illinois com- 
pany. Associated with President Sees 
with the Illinois company are C. A. Mel- 
lott, president Mellott Furniture Com- 
pany, Dixon, IIl., and George Prescott, a 
druggist there, who is also a member of 
the board of supervisors at Dixon, and 
a member of the school board. Howard 
Byers, treasurer of the company, is an 
official of the Dixon National Bank. R 
1A Bracken, a director, is an attorney 
at Dixon. Dr. H. M. Edwards, med- 
ical examiner, is a Dixon physician. R. 

- Kline, who is agency supervisor, rep- 
resented the Metropolitan Life at Elk- 
hart, Ind., and since then has operated 
an automotive supply store at Dixon. 
J. E. Enders, formerly one of the agents 








of the Indiana company, has been ap- 
pointed regional supervisor for the IIli- 
nois company with headquarters’ at 
Peoria. 


Plan Is Proving Successful 





American Bankers Secured a Large 
Percentage of Policyholders to 
Agree to Voluntary Lien 





The American Bankers of Jackson- 
ville, Ill., has been successful in its ef- 
fort to “freeze” 50 percent of the net 
reserves on its policies in order to put 
the company in better financial condi- 
tion. Insurance Director Palmer of Illi- 
nois consented to the plan, it being 
understood that it is purely voluntary 
on the part of each policyholder. Mr. 
Palmer stated that if a sufficient num- 
ber of policyholders agreed to the vol- 
untary lien, the company will have an 
opportunity to correct conditions aris- 
ing as a result of the present economic 
situation and should be able to meet its 
obligations to persistent policyholders. 


Large Percentage Signed 


The company has now interviewed 
3,884 policyholders and 3,348 have signed 
aceptances on the recovery plan. This 
is 86.2 percent. Under the plan, death 
claims will be paid in full in accord- 
ance with the policy terms. No reduc- 


Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 

1. Training that will enable him to get into production early in his 

career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 
kind of people to see. 


4. Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to 


OREGON MUT 


Home Office: Portland, Oregon 











"Pioneer Mutual Life Insurance 
Company West of the Rockies” 
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@ All policy contracts are issued on a non-par- 
ticipating. basis with guaranteed benefits at a 

’ guaranteed fow cost. No guesses, no estimates, 
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has to pay. 
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‘tion will be made in the payment of 
claims which may arise by reason of ma- 
turity of any endowments or accidental 
death or disability benefits. During the 
period in which real estate values are 
low, the policyholders will not have the 
privilege of borrowing the full cash 
value of the policies or surrendering 
them for the full amount. The volun- 
tary release to the company is one-half 
the net equity and is similar to a policy 
loan except that no interest is charged. 
This. means that the company’s surplus 
contribution is increased by $750,150. 

There is no definite time set for the 
release of* the liens. The American 
Bankers owned many farm mortgages 
and has had to foreclose, therefore hold- 


STEADY 
PROGRESS 
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Indicated by substantial 
gains every month this 
year. 


More than 17% 
increase in Life 
Insurance in force 
since the first of 
January. 


The 
PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


of 
CHATTANOOGA, TENNESSEE 
LIFE ACCIDENT HEALTH 
GROUP 























THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 





ing now considerable real estate, which 
cannot be converted into cash at fair 
prices. The officers, however, state that 
the liens on the reserves will only con- 
tinue during the period in which real 
estate values are low. The officers give 
credit to Director Palmer for cooperat- 
ing in the plan to preserve the company 
and assure its continuance. This will 
permit it to comply with the Illinois 
insurance investment act. 

The American Bankers was organized 
in 1907 and has about $29,000,000 of in- 
surance in force. The arrangement as 
worked out is regarded as the wisest 
and best for policyholders. 


Universal Life Moves Head Offices 


The Universal Life Assurance & An- 
nuity of Winnipeg has decided to trans- 
fer its head office from that city to 
Kitchener, Ont. S. C. Tweeds, well- 
known life executive, has been elected 
president and manager. 

The company, which began business 
in 1902, has confined its efforts to the 
sale of annuity contracts, but it is an- 
nounced that the new management plans 
to increase the capital and to transact 
a general life insurance business. 


Crown Takes Michigan Business 


OTTAWA, ONT., Nov. 28.—The 
treasury board will be asked to approve 
an agreement between the National Life 
of Canada and the Crown Life, whereby 
the latter would assume all outstanding 
business of the former in Michigan. 


Report on Continental 

The October operations of the Con- 
tinental Life of St. Louis under the ad- 
ministration of Superintendent R. E. 
O’Malley showed a favorable balance 
acording to a report filed with the cir- 
cuit court. Receipts were $212,150 and 
disbursements $286,420, including $103,- 
262 and $70,711 in advance taxes, in- 
vested in United States securities. Pol- 
icyholders paid $107,218 in premiums 
during October, the largest payment for 








any month since Mr. O’Malley took 
charge last May. Insurance totaling 
$340,201 on 196 policies was reinstated 
during the month, but the total amount 
of insurance in force declined from $77,- 
116,362 to $75,400,436. 


Federal Union Case Continued 


The court at Cincinnati has granted 
the Federal Union Life a continuance 
until Dec. 10 to see what can be done 
to work out its salvation. A receiver 
had been applied for by the state in- 
surance department but it is being con- 
tested by some of the interests involved 
and attacks being made on the state 
authorities. 


Service Life Buys Building 


The Wead building, 18th and Farnam 
streets, Omaha, has been purchased by 
the Service Life, which will occupy the 
building as its home office when present 
tenancies expire. f 


t 


Goes Far Over the Top 


The Connecticut General has success- 
fully closed a 45-dav contest in honor of 
President R. W.. Huntington’s 45th an- 
niversary with the company. A quota 
of $15,000,000 in volume and $300,000 in 
premiums was set. Indications are that 
a volume over $18,000,000 and $600,000 
in premiums was attained. 


John Hancock Enters Oklahoma 


The John Hancock Mutual Life has 
been licensed in Oklahoma. 











Life Company Notes 


The Alliance Life of Peoria, Ill., has 
been admitted to Nebraska. : 


The National Aid Life Association of 
Oklahoma City has purchased the three- 
story Avon building, Third and Broad- 
way, as a home office. 


The Central States Life has issued a 
“Call to Carving Knives” to the wives 
of its agents, the question at issue being 
“How About That Christmas Turkey.” 
Quotas must be written by Dec. 18 to 





win a 15-pound turkey. 








AMONG COMPANY MEN 





Two Medical Chiefs Retiring 


Dr. A. S. Knight and Dr. T. P. Hyatt 
to Leave Service of Metropoli- 
tan Life on Jan. 1 





NEW YORK, Nov. 28.—The close 
of this year will see the retirement of 
Dr. A. S. Knight, medical director, and 


pany’s service upon graduation from 
Harvard medical school in 1891. No- 
table among his accompanishments have 
been the reduction in the tuberculosis 
toll among the company’s employes, and 
the establishment of the company’s sana- 
torium at Mt. McGregor, N. Y. He was 
a pioneer in the introduction of periodic 
health examinations for policyholders, 
with consequent improvement in mor- 
tality. He has served as treasurer and 
later as president of the Association of 
Life Insurance Medical Directors. Dr. 








DR. A. S. KNIGHT 


Dr. T. P. Hyatt, assistant medical di- 
rector of the Metropolitan Life, both of 
whom have reached age 70, the com- 
pany’s compulsory retirement age. Dr. 
Knight has served the Metropolitan Life 











for 42 years, having entered the com- 


. politan’s dental work, having organized 


Knight’s retirement will enable him to 
give more time to his outside activities. 
He is president of the board of man- 
agers of the New Jersey state hospital 
at Greystone Park, and chairman of the 
medical committee of the board of trus- 
+s of Somerset Hospital at Somerset, 


Dr. Hyatt is in charge of the Metro- 


the clinic there 20 years ago. He has 
been honored by medals from national 
and state dental organizations. His 
hobby is the study of postal history, on 
which he is an authority. His collec- 
tion of postal historical documents is 
one of the most outstanding in the 
world. He has the only perfect copy 
of a 1680 broadside in favor of the 
penny post by John Hill, written after 
Hill had been banished from England 
by Oliver Cromwell for his ideas on 
postal service. 


Sun Life Promotions 


The Sun Life of Canada has appointed 
Eric Geddes branch office inspector. He 
has been with the company for some 
years, serving both at the head office 
and in branches at Tokio and the Phil- 
ippine Islands. He is succeeded as chief 
clerk in the branch office department 
by L. O. Tiffin, formerly branch sec- 








NEW YORK NEWS 














READINGS IN LIFE INSURANCE 


The Life Office Management Associa, 
tion with executive offices at 110 Eay 
Forty-second street, New York City, ha 
issued a two volume compendium ¢ 
“Readings in Life Insurance.” It ¢op. 
sists of a collection of outstanding pape; 
presented before the Actuarial Society 
of America, American Institute of A¢. 
tuaries, American Life Convention, Lig 
Presidents Association and Life Offg 
Management Association during th 
year. These volumes have been py). 
lished primarily as a source of collate, 
reading for students preparing for th 
Life Office Management Association jp. 
stitute examinations. However, they 
are valuable reference books to anyon 
The price of Volume I is $3.50 ang 
Volume II, $4.75. 

kK Ox 


HOW PREMIUMS ARE PAID 


The Equitable Life of New Yor 
made a study of premium payments to 
ascertain how many policyholders pay 
premiums annually, semi-annually, qua- 
terly or monthly. It was found tha 
62.5 percent pay annually; 17.79 percent 
semi-annually, and 14.92 percent quar 
terly. There are 4.79 percent that pay 
their premiums on a monthly basis. This 
latter group is growing proportionately, 
due to the increasing volume of salary 
savings and general monthly premium 
policies now being taken. 


* * * 
PUSH RETIREMENT ANNUITY 
With the discontinuance by the 


Equitable Life of New York and the 
New York Life, of their former rates 
on immediate annuities as of Dec. |, 
agents of these companies are concen- 
trating on the annual premium retire 
ment forms, upon which the rate change 
does not become effective until Jan. 1. 
Many agents are pushing the retire: 
ment annuity as a particularly attractive 
form of investment for children. 


* * * 
PRAISES C. L. U. MOVEMENT 


The Chartered Life Underwriter 
movement can be of great service to the 
entire life insurance business, even 
though the point will probably never be 
reached where all life insurance agents 
have the C. L. U. designation, Henry 
E. North, second vice-president in 
charge of sales promotion and field edu- 
cation, Metropolitan Life, told the New 
York C. L. U>chapter. 

The chartered life underwriter cat 
exert great influence on the standards 
of the business through his business 
conduct, his sales methods, and his at- 
tiude toward his-competitors, Mr. North 
said. He warned, however, that chang- 
ing life underwriting from a_ business 
to a profession depends largely on pub- 
lic appreciation of the kind of service 
rendered. Using the physician’s M. D. 
degree as an analogy, Mr. North pointed 
out that this degree is not the reason 
for the standing of the medical profes- 
sion in the public mind, but that its 
standing is the result of the quality of 
service performed. by - holders of the 
degree. 

Mr. North praised the broad scope of 
the C. L. U.’ educational movement, 
stating that education is necessary fof 
understanding, self-confidence and abil- 
ity to meet all kinds of people. 





Texas Premium Tax Bill 


A graduated tax on gross premiums 
of life companies is proposed in a bill 
introduced in the lower house of the 
Texas legislature and referred to the 
insurance committee. The basic tax 
would be 3 percent but if 30 percent 0 
the total Texas reserves are investe 
in Texas securities, the rate would be 
2.6 percent; if 60 percent of the reserves 
are so invested, the rate would be 23 
percent, and where such _ investment 
amounts to 75 percent, the tax rate 





retary at Spokane, Wash. 


would be 2 percent. 
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NEWS OF THE FRATERNALS 
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Fraternal Lawyers to Meet 





Program for Association’s Gathering in 
St. Petersburg, Fla., Announced 
This Week 





The program for the annual meeting 
of the Fraternal Society Law Associa- 
tion to be held at the Suwannee hotei, 
St, Petersburg, Fla., Dec. 4-5, 1s an- 
nounced by Secretary R. F. Allen, who 
is assistant counsel Standard Life As- 
sociation, Lawrence, Kan. 

R. D. Taylor, actuary of Cedar Rap- 
ids, Ia., will speak on “The Fraternal 
Benefit Certificates as Property”; Wil- 
fam J. Cordes, general attorney Retail 
Credit Company, Atlanta, on “Investi- 
gating Prior to Trial”; A. W. Fulton, 
attorney, Chicago, on “Are the Homes 
and Hospitals Belonging to Fraternal 
Benefit Societies Exempt from Taxa- 
tion?’ and Mr. Allen on “Some Recent 
Cases Vitally Affecting Fraternal Ben- 
efit Societies.” 

Other questions will be discussed in- 
formally. 

Arthur E. Nelson of St. Paul, Minn., 
is president this year; Harry A. Beckett 
of Cleveland, past president, and the 
other officers are: Vice-president, H. W. 
Adams, Beloit, Wis.; treasurer, Austin 
J. Calhoun. : 

The association, whose membership is 
limited to lawyers in the practice of 
fraternal and general insurance law, is 
not affliated with but has interests in 
common with the National Fraternal 
Congress, which holds its mid-winter 
meeting at St. Petersburg at the same 
time. 





Mrs. Imhof Is New Head 


Mrs. Mary Imhof of Rochester, N. Y., 
was elected head of the Companies of 
Foresters of America at the annual con- 
vention held in Atlantic City. Miss 
Lydia Reddick, Pittsburgh, is the retir- 
ing chief. Memorial services were held 
for Mrs. Annie E. Poth of New York, 
leader of the Companions for almost 40 
years and author of its ritual. Some 900 
delegates attended the three-day meet- 
ing. 


Hill Acting Secretary 


L. S. Hill is acting secretary of the 
Homesteaders of Des Moines, follow- 
ing the death of Secretary F. K. Corey. 
Mr. Corey had been associated with 
the Homesteaders 27 years, first as audi- 
tor, then acting secretary, and then sec- 
retary since 1927. Mr. Hill has been 
a member of the board almost since 
organization. He is postmaster of Des 
Moines. 


Connecticut Tax Measure Up 





Special Commission Reports Its Find- 
ings—Some of the Major Changes 
Being Recommended 





HARTFORD, Nov. 28.—The special 
tax commission, set up by the last ses- 
sion of the legislature, in reporting its 
findings has recommended that the 
‘franchise and share taxes on domestic 
msurance companies be repealed, in- 
cluding the offset of real estate taxes,” 
and that “domestic companies be taxed 
2 percent of their Connecticut net pre- 
mums plus 2% percent of investment 
mcome of life insurance departments 
and 634 percent of investment income 
of the fire and casualty departments.” 

The commission also recommended 
that “no change be made in existing 
taxes on insurance companies chartered 
in other states and countries.” 


Effect of the Proposals 
If these recommendations are adopted 


y the coming session of the state legis- 
ature it will result in a decrease in the 


Court Rules on Dating Back 








Nebraska Supreme Tribunal Decid 
Nonforfeiture Provisions Applied to 
Protect Contract 





Dating back a policy also dates back 
the incontestable clause, the Nebraska 
supreme court ruled in the case of Carl 
Baumgart, a policyholder, vs. the Wood- 
men of the World. ; 

When the society began writing on a 
legal reserve basis in 1929 it offered, as 
an inducement for transfer to the new 
forms of policies by the holders of bene- 
ficiary certificates, to date back the polli- 
cies several years .as of attained age at 
the earlier date. The new policies con- 
tained a provision ‘that withdrawal val- 
ues and automatic premium loans were 
to be available after insured had made 
three full year’s payment from date of 
application for transfer and non-forfei- 
ture values were to be computed as if 
the certificate had been issued as of the 
dated back day. 


Interpretation of Court 


The Nebraska supreme court, called 
on to interpret this contract in the case 
in which Baumgart was in default of 
payments for seven months, holds that 
the nonforfeiture clauses became effec- 
tive on the backdate; they did not 
merely refer to the elements or basis of 
a computation if one became necessary, 
but the certificate must be treated as 
if it had actually been issued on the 
date it bore. 

It followed that the policy was gov- 
erned by the automatic premium loan 
clause, and this kept the policy alive 
beyond the date of death. The court 
also holds that while all rights under the 
old certificate were express!y waived by 
the holder when the new one was ac- 
cepted, in good morals he was entitled 
to have the accrued reserve of $207 ap- 
plied on the new certificate. 








aincunt of money paid by the mutual 
life companies and an increase of size- 
able amount in the taxes on the fire 
companies. Taxes paid by the stock 
life companies should not be materially 
increased. 

Fire executivés were of the opinion 
that the recommendation for a 6% per- 
cent levy against investment income, 
plus 2 percent of their Connecticut pre- 
miums, is discriminatory. Life exec- 
utives, on the other hand, appear to be 
satisfied with the recommendations. 


Features of Present System 


The present system of taxation calls 
for a 3 percent levy on investment in- 
come of mutual life and fire companies 
while the stock life and fire companies 
both pay two taxes. The first is a levy 
of 2 mills per share on each share of 
capital stock outstanding as of market 
value Oct. 1 of each year. The entire 
funds derived from this tax, called a 
franchise tax, go to the state. The sec- 
ond tax is levied in similar manner ex- 
cept that it is 4 mills per share and the 
money, instead of going to the state, 
goes to the town in which the stock- 
holders are residents. In the case of 
out-of-state residents, the towns’ share 
reverts to the state. 


Sales Increases Reported 

John H. Russell, Los Angeles, Pacific 
Mutual Life.—Production contest from 
Sept. 24 to Nov. 14, resulted in $95,000 in 
new premiums. On the closing day 49 
agents wrote 81 completed applications 
for $23,057 in premiums, 

Chester O. Fischer, St. Louis,, Massa- 
chusetts Life—MTen-month total new 
business, $6,768,000, 9 percent gain. 

Clarence H. Poindexter, St. Louis, 
Northwestern Mutual Life—Production 





for all 1933 has been surpassed. 






reasons why 
Occidental Life zs. 
“Winning the West 


1. Highly-salable life insurance policy forms. 


2. A company of unquestioned financial sta- 
bility. 


3. A highly-satisfactory, liberal agency bonus 
contract. 


4. An outstanding advertising program that 
furnishes real live leads. 


Here are the four reasons why the Occidental Life Insurance 
Company of California has just concluded a banner year— 
why it will win still higher production marks during 1934. 


Agencies now in western states, Alaska, Canada, Hawaiian 
Islands and treaty ports of China. Openings available for live 
and aggressive agencies and men. 


Occidental Life Insurance Company 
of California 
Old Line Legal Reserve Life, Accident, Health 


Home Office, 548 S. Spring St., Los Angeles, Calif. 


V. H. Jenkins, Vice President, in charge of production. 














Opportunity for managers 


Desirable Territory 


pCk qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager's contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 
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George 
Washington 
Life Insurance 
Company 


Charleston, W. Va. 





¢ 
CHARLES L. PRESTON 
President 
4 
SELECT RISK POLICIES, 
at LOW NET COST 
———¢ 
Attractive Agency Contracts, Under Home 
Office Registration 
o—— 
ERNEST C. MILAIR 
Vice President—Manager of Agencies 
Charleston, W. Va. 
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Yeomen Mutual’s Sales Go Up 



















































































The Yeomen Mutual Life is putting 
on a four-month drive to obtain “twice 
as much new business in half the time.” 
President A. H. Hoffman is shown in 
the picture examining the upward trend 
of the sales curve in the home office 
graph, which charts the progress of the 
drive. As a climax to the contest a 30- 
day inter-agency sales contest, which 




















will conclude Dec. 15, is being held. 
Week to week production totals are re- 
corded in the above graph which is in 
the lobby of the home office in Des 
Moines. It shows to date the agents 
have already increased their individual 
production over a monthly average by 
nearly 40 percent. Yeomen officials 
are highly pleased with results. 








Union Central to 
Go on 3% Basis 


(CONTINUED FROM PAGE 1) 


the dividend is derived principally from 
mortality, the dividend on the new basis 
will be larger than on the old; when de- 
rived principally from interest, the divi- 
dend on the new basis will be smaller 
than on the old. 

The new dividend formula will also be 
used for the new 3 percent series. The 
ledger cost on the new basis will be ap- 
proximately the same as that on the old. 
Dividends will only be illustrated for 10 
years. 

While the board action only appor- 
tions dividends for the five months end- 
ing May 31, 1935, the company will set- 
aside sufficient funds in the annual state- 
ment to continue the schedule for the 
remainder of the year. Surplus interest 
was apportioned to yield a total return of 
414 percent on policy proceeds not sub- 
ject to wthdrawal for five years, and 4 
percent on proceeds subject to with- 
drawal. 





Rewriting Extended Insurance 


J. C. Cameron of Chicago, consulting 
actuary, states that the report of his 
remarks during the meeting of the 
American Institute of Actuaries re- 
cently should have made it clear that 
what he had to say about rewriting was 
concerned exclusively with the rewrit- 
Ing of extended insurance. 


F. L. Whitlock, manager for the Life 
of Virginia, in the Chester, S. C., dis- 
trict, is being transferred to Greenville, 





S. C. He is succeeded at Chester by W. 
A. Latimer. 





Relief Agencies 
Become a Factor 


(CONTINUED FROM PAGE 1) 


all it can to spare a relief recipient the 
life-long feeling of regret that may re- 
sult because some members of his im- 
mediate family had the misfortune to die 
during a period when the family is tem- 
porarily impoverished. 

Of particular interest to life com- 
panies and their agents is the fact that 
65 percent of the contracts adjusted 
through the city Home Relief Bureau 
had already lapsed and that many others 
are on the way to a lapse. It is also 
interesting to learn how much reliance 
the relief administration places on the 
insurance set-up of a family in deciding 
how to administer its relief. If the in- 
surance shows a good record of per- 
sistency it is probably pretty safe to 
turn over the family’s relief money to 
it and rely on their own good judgment 
to spend it wisely, the relief administra- 
tion has found. -On the other hand, if 
the record shows a tendency to buy 
policies hit or miss, lapsing them soon 
after purchase, it is a fairly good sign 
that the family will need close super- 
vision verging on paternalism, in the 
spending of its relief check. 





Procedure on Life Insurance 


The procedure in handling cases is for 
the relief recipient to bring in his in- 
surance records to the district relief of- 
fice, where the data is entered on a 
blank. The blank is sent to the central 
relief office and from there to the Life 
Insurance Adjustment Bureau, which 
puts down the various readjustment pos- 









sibilities. This goes back to the relig 
bureau and the field insurance consy. 
ant arranges with the applicant for ty 
set-up that seems best under the gi, 
cumstances, 

Many of the relief applicants whos 
life insurance is readjusted are at firy 
unaware that their insurance has any 
value, believing that because it hy 
lapsed that it is entirely worthless, an 
are surprised and pleased when it ; 
found that there is a certain amount o 
non-forfeiture value. 





SITUATION IN DETROIT 

W. J. Starrs, insurance supervisor om NE 
the Detroit department of public wel. appr 
fare, states that an article in the Noy. avera 
9 edition of THE NATIONAL UNDERWRitm && inter’ 
concerning a meeting at which the prob. ever) 
lem of how to handle insurance policies Josef 
of those on the relief rolls was consid. Kutc 
ered, was erroneous in certain respects MM Life, 
The statement that the Detroit welfare fi an 
department, acting under instructions off meas 
the FERA had forced surrender of poli- appli 
cies for their cash values as a condition it de 
of obtaining welfare aid, is not correc, gun’ 
according to Mr. Starrs. The meeting I forw 


he states, was called in honor of Edwnf% jy 
G. Eklund, manager of the Life Insur. 


ance Adjustment Bureau of New York 
City, and not to air any charges as t who 
the cash surrendering of policies. He hefo 
also cites the incorrect statement that intr 
the Life Insurance Adjustment Burea th 
is a division of the FERA. - 
The policy of the department is to “ 
keep an adequate amount of insuranc fm °°° 
in force, the department paying the pre- his 
miums where this procedure is necessary, mut 
he asserts. Where endowment or othe J Usv 
high premium policies are found, a of 
change to a lower premium form is rec- N 
ommended and 10 percent or more of 
the proceeds of the conversion is useifm 
to keep sufficient coverage in force. Ing P'° 
the case of ordinary policies, two years jm" 
premium plus a cash reserve of $25 is Mr. 
allowed to the policyholder and where 
the cash value is above this point, them thr 
policyholder may be requested to bor jm the 
row on it but is not forced to surrender wit 
the insurance, says Mr. Starrs. ae 
suc 
Sales Records Reported use 
Kellogg Van Winkle, Los Angeles, Bu 
Equitable of New York.—Production of pre 


new business for the first 23 days of 
November amounts to over $3,000,000 and 
covers 450 lives. 


* OK 


W. G. Gastil, Los Angeles, Connecticut 
General Life—Produced 722 percent of 
quota in a 45 day campaign in honor of 
President R. W. Huntington’s 45th anni- 
versary. Sales totaled $1,600,000 on 156 
cases, 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
as the 








went on the market, so simple w: 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we’d get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt, 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 








Send in the coupon for further infor- 
mation, 









Ce. | 


Inter-Ocean Casualty Ce., 
American Bidg., Cincinnati, Ohle. | 


Please send me information regarding your sel- 
dent and health policies. 






AL 


N. 0. 


CITY .nccccccccccccccccccccceqcccccsccveser® 
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SALES IDEAS AND SUGGESTIONS 








Effective Approach to Open Cold 
Interviews with Fairly Prosperous 
Men Over 35 Used by Josephson 


NEW YORK, Nov. 28.—A standard 
approach with a proven high batting 
average in opening cold or virtually cold 
interviews is something that nearly 
every agent 1s looking for. Halsey 
Josephson, educational director Recht & 
Kutcher agency, Northwestern Mutual 
Life, in New York City, has worked out 
an opening that has won a notable 
measure of success. It should have wide 
application among agents generally, for 
it does not depend on high pressure or 
stunts and requires merely a straight- 
forward and sincere delivery. 

It is designed for the type of pros- 
pect around 35 years old or older, who 
is making a fair amount of money and 
who may have made a good deal more 
before the depression. Mr. Josephson 
introduces himself as a representative of 
the Northwestern Mutual Life, and if an 
acquaintance of the prospect has sug- 
gested the call and permitted the use of 
his name, Mr. Josephson mentions the 
mutual acquaintanceship. 


Usually Negative Outburst 
of Varying Intensity 


Nearly every time there is a negative 
outburst of varying intefsity from the 
prospects as soon as life insurance 1s 
known to be the caller’s business. Then 
Mr. Josephson starts his approach talk: 

“Well, Mr. Prospect, I only want 
three or four minutes of your time, since 
there is only one thought I want to leave 
with you. May I have three or four 
minutes?” 

Sometimes, although rarely, he gets 
such a positive “No,” that it is obviously 
useless to force the interview further. 
But usually there is an implied or ex- 
pressed consent. 

“Insofar as most people are concerned, 
we find that life insurance is infinitely 
more important to them today than it 
was four or five years ago, due to the 
rather obvious reason that most people, 
like yourself, had, in addition to their 
life insurance, other property of as great 
or greater value,’ Mr. Josephson says. 

“If you are like most of the people I 
see, today only the life insurance re- 
mains. We believe, then, that it is per- 





fectly sound and logical to see to it that 
life insurance does 100 percent of its 
job—not 85 percent or 92 percent or 78 
percent—but 100 percent. 

“All I want to do is to tell you about 
a few things that interfere with 100 per- 
cent efficiency on the part of life insur- 
ance. Probably the outstanding thing in 
this connection is the matter of credi- 
tors’ rights. Did you know, Mr. Pros- 
pect, that if today you signed a two-year 
lease on your office here or on your 
apartment and you either died or broke 
it in a month, under certain conditions 
your landlord might collect 23 months’ 
rent from the proceeds of your policies 
if you died or from your cash values if 
you lived? Well, Mr. Prospect, under 
certain conditions, he can. Now, I can 
lock the doors of your life insurance 
policies against the claims of your land- 
lord or any other creditor without cost- 
ing you one cent. That is what we mean 
when we say ‘make your life insurance 
do 100 percent of its job.’ 

“Now, Mr. Prospect, in the last four 
or five years, estate taxes, formerly 
called inheritance taxes, have become 
increasingly important. Rates have gone 
sky high, in some cases perhaps four or 
five times what they were a few years 
ago. Mr. Prospect, if your estate is go- 
ing to be taxed, it’s exactly the same 
as if some giant hand reached into your 
desk and grabbed a few life insurance 
policies and threw them out into the gut- 
ter—and what is worse, you will con- 
tinue to pay premiums on those policies. 

“T know what it is that makes life 
insurance taxable and what it is that 
makes it tax-free. What I want to do 
is to prepare a very brief tax analysis 
for you, showing you the approximate 
amount of the tax your estate will be 
called upon to pay—and what is more 
important, showing you exactly what 
you can do to avoid this tax. Now, it is 
possible, Mr. Prospect, that you may 
prefer not to do the things necessary 
to avoid the tax. But if you do not pre- 
fer to do them, it will be because you 
understand the situation completely 
rather than because you are in ignorance 
of it. These are the things we mean 


when we say, ‘make your life insurance 
100 percent efficient.’ 

“Mr. Prospect, in every life insurance 
policy are two or three non-forfeiture 
or anti-lapse provisions that define the 
status of the policy in case you should 
fail to pay a premium on time. These 
clauses are vastly different, and the con- 
tracts specify that you can choose to 
have any one of them function in case 
of lapse, but they further say that in 
the absence of any request from you, 
this or that clause shall come into auto- 
matic operation. Now, Mr. Prospect, I 
don’t think that there is very much rea- 
son to believe that that particular clause 
which the company specifies will oper- 
ate automatically will be the best one 
for you. I don’t think it is very good 
business judgment to build up equities 
for perhaps 10 or 20 years and then 
leave the way open for the company to 
tell you what will become of your money. 
I want to see to it, Mr. Prospect, that 
that particular anti-lapse clause that is 
best for you will be the one that will 
function automatically. That is what we 
mean by 100 percent efficiency. 


Provides for Interest 
From Time of Death 


“Now, just one more point, and I'll 
be through. If your policies are payable 
in a lump sum, under the terms of your 
life insurance contracts the proceeds will 
be paid not when you die but rather 
when satisfactory proof of your death is 
filed with the home office and in many 
cases the money is paid without inter- 
est from the date of your death. Now, 
we know that it nearly always takes a 
month to have those papers completed 
and sent to the different companies and 
when the policies are lost or the safe 
deposit box of the deceased is locked, it 
sometimes takes six, eight or ten 
months. Remember, Mr. Prospect, while 
the face of your policies will be paid, it 
will be paid in many cases without in- 
terest. Now, by the simple addition of 
a single clause that costs you nothing, 
I can see to it that the proceeds of your 
policies will be paid with interest from 
the date of your death to the date of 
collection, and I don’t care if 10 years 
go in between. (This is done by chang- 
ing a lump sum settlement to an inter- 
est option with the total amount with- 
drawable at the beneficiary’s discretion.) 

“You see, Mr. Prospect, these are the 
things that make for 100 percent effi- 
ciency on the part of life insurance. That 
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H. W. Abbott, Pittsburgh general 
agent of Massachusetts Mutual Life, at 
the Wheeling, W. Va., dssociation’s 
meeting outlined ten coordinated funda- 
mentals necessary to attain selling suc- 
cess as follows: (1) Know your busi- 
ness and feel the power of confidence in 
yourself. (2) Love your business, be- 
cause you must love anything in order 
to be a success with it. (3) Learn how 
to prospect, achieve the ability to prop- 
erly study your customer. (4) Learn 
how to approach, when and where to 
cultivate friendship. (5) Learn how to 
interview, ask questions that make peo- 
ple think. (6) Learn how to close sales, 
avoid excuses and answer all objections. 
(7) Learn to make new friends and also 
to keep and cultivate the friendship of 
old friends. (8) Time control is essen- 
tial and should be studied for success. 
(9) Be determined—be persistent and 
have courage. (10) Maintain proper 
mental attitude and be a winner. 

* * * 

“There has been too much discussion 
of the actuarial features of life insur- 
ance by underwriters,” said Ralph Wade, 


deputy Michigan insurance commis- 
sioner, at the Michigan association 
meeting. “The public would understand 


and appreciate life insurance more if you 
agents would stress the fundamental 
benefits rather than the special features 
of your policies. Too much poorly di- 
gested technical material is being used 
in the sale of insurance.” 

* * * 

Agents should concentrate on their 
own work, said Alexander E. Patterson, 
Chicago general agent Penn Mutual 
Life, before the St. Louis association. 
Training is a never ending process, he 
said, although some do not need more 
knowledge but how to use it. An agent 
must realy train himself. “You can not 
put a single thought into the head of 

(CONTINUED ON NEXT PAGE) 








is the type of work I am doing. I would 
like to see to it that these things that 
I have mentioned are included in your 
policies in addition to perhaps a dozen 
others that we haven’t time to discuss. 
When will it be convenient for you to 
have me look over your policies?” 
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Leads for Leaders 


IDELITY’S successful lead service has 
been in operation for eighteen years. 
has produced nearly half a million first class 


From these leads $218,671,153 of direct busi- 


the millions of dollars of business resulting 
indirectly or subsequent to the initial sale. 
Fidelity agents rightly prize a plan which 
over eighteen years has brought interested in- 
quiries from 18.7% of the people it has con- 
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COMMONSENSE ETHICS 


HERE is just one way to stop the “Twisting” 
That is for the companies to refuse to 


Our response to this conclusion is that this Com- 
pany will not knowingly accept Twisted business. 
It imposes upon its managers and fieldmen the rule 
not to submit applications that involve Twisting; 
men who do not conform to this rule cannot main- 
tain their connection with this Company. 


But for men of Character and Industry we are able 
to offer unusual opportunity in the territory in 
which we operate,—the Pacific Coast and Inter- 
mountain States, Oklahoma and Texas. 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


SACRAMENTO, CAL. 
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a person unless that person is eager to 
receive that thought,” he added. It is 
imperative that agents organize their 
work and stay organized. Insurance 
needs more salesmen and less contact 
men. To illustrate his point he told of 
the successful program follwed by one 
successful Detroit agent. Briefly this 
system is: (1) Gets up at 7 a. m.,, is in 
his office by 8:30 and on the street after 
prospects at 9 a. m. (2) Keeps a work 
sheet prepared the night before. (3) 
Sees ten persons each day. (4)Gets 
three interviews daily and asks each 
prospect to-buy at least five times. Adds 
20 new names to list of prospects each 
week. (5) Works two nights each week. 
(6) Has a luncheon appointment each 
day. (7) Devotes 20 percent of time to 
prospecting. (8) Watches businesses 
that are succeeding. (9) Keeps a change 
of age file and uses it, and (10) puts 
in one hour a day in studying his busi- 
ness. 
eet i 

L. O. Schriver, Peoria, Ill, general 
agent Aetna Life, told the Indianapolis 
association that the successful life un- 


derwriter recognizes the technique of 
the business. He knows what life in- 
surance is and what it does. It is the 
best thrift medium for the average man 
and is bought because someone is going 
to live rather than die. It is bought 
for living beneficiaries. 

Life underwriters who succeed have 
some sense of where to go to find pros- 
pects. They start out each morning 
with a definite idea of whom they are 
to see. 

No life underwriter can expect to suc- 
ceed in convincing others of the value 
of life insurance who has not an ade- 
nT i program of life insurance for him- 
self. 


It is important that each life under- 
writer have some plan of presentation 
which is effective for his personality. 
By this he said he did not mean the 
use of a “canned sales talk’”’ but the type 
of talk most natural to the individual 
agent. 

* * x 

To provide adequate protection for 

his family and his old age a man should 





have approximately seven times the 
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amount of his annual income in life in- 
surance, A. P. Steler, Detroit million- 
aire producer of the Mutual Benefit Life, 
told the Michigan association. It is 
rarely possible to sell a prospect this 
amount of insurance at one time, but an 
amount equivalent to his annual income 
should be sold the prospect. “The day 
of the high pressure salesman is over 
insofar as life insurance is concerned,” 
said Mr. Steler. “There are a few 
Babe Ruths in the business, but by and 
large the underwriters who will achieve 
success in the business are those who 
write the average policies. It is better 
to write ten $5,000 policies than one 
$50,000 policy because the “big case” 
man forgets how to close, but the man 
who writes the average sized policies ex- 
periences the joy of frequent closing and 
is better prepared when a big case comes 
his way because he has the habit of 
selling. The more sales you make the 
larger is your sphere of influence for re- 
ferred prospects.” 


Acacia Mutual Appointments 


The Acacia Mutual Life announces 
that R. E. Heitmuller, well known pub- 
lic accountant, who since 1932 has been 
manager of the Washington, D. C., of- 
fice of R. G. Rankin & Co., has become 
general comptroller of the Acacia. He 
was formerly with Price, Waterhouse & 
Co. Otto Hammerlund of the Acacia 
organization, becomes chief agency ac- 
countant. 





=—=. 
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At a recent meeting of the Pittsburgh 
C. L. U. chapter the following ney, 
officers were elected: 

A. F. Haas, manager, Mutual Life oj 
New York, president; John Days 
Massachusetts Mutual, vice-president. 
Clarence Metzger, E. “A. Woods 
Agency Equitable Life of New York 
secretary-treasurer. : 

oe ake 


The Buffalo C. L. U. chapter has 
elected C. S. Bennett, Travelers, pres. 
dent; Philip Cohen, vice-president, ang 
Austin Feltus, secretary-treasurer, 4 
regional C. L. U. meeting will be held 
in Buffalo in December to make plans 
for a publicity and propaganda program 
in 1935. 














* * * 


The winning of the C. L. U. designa. 
tion is a challenge to those who have 
received it to go out and increase their 
production, H. K. Schoch, Aetna gep. 
eral agent told the Detroit chapter at 
the November meeting. C. L. U.’s have 
not reached the stage where they can 
rest on their oars and let the business 
roll in of its own accord, but should 
feel that it is their duty to aid as many 
policyholders as possible in solving 
their insurance problems. 
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Has New Legacy Supplement 





Pacific Mutual Issues $100 Month Cer- 
tain Income Agreement at 


$10 Flat Premium 





The life insurance principle that pay- 
ment of policy proceeds in a lump sum 
is not in the interest of beneficiaries, 
has been adopted by the Pacific Mu- 
tual, which has introduced a “legacy sup- 
plement” paying proceeds of an acci- 
dent policy in $50 monthly instalments 
for 100 months certain. 

A former supplement embodying 
somewhat similar features paid $130 
quarterly for ten years if the beneficiary 
survived, but could be paid only to one 
woman beneficiary named in policy. The 
new supplement may be made payable 
to more than one beneficiary, men or 
women, and to other than a beneficiary 
named in the policy. The supplement 
will be issued to men and women at 
the same premium rate, $10 for all 
classes, whereas the old supplement was 
issued only to men, and at varying 
rates: class A, $10; class B, $12; 
class C, $14 and class D, $15. 


Attached to Commercial Forms 


The new supplement will be at- 
tached to any commercial accident pol- 
icy, classes A to D, inclusive, which 
sum for loss of life, 
whereas the old supplement was not 
applied to the specific life and limb, 
specific feature accident, specific feature 
D accident or specific general accident 
contracts. 

The new supplement will be attached 
to policies at date of issue, on renewal 
date, or for a term period of three, six 
or nine months preceding date of re- 
newal, whereas the old supplement was 
restricted to new business at date of re- 
newal only. 


Acts to Conserve Funds 


It is believed this new feature car- 
ries a strong personal and practical ap- 
peal to policyholders, especially those 
who carry life insurance arranged in 
some form of estate program. The guar- 
anteed income idea is dominant in life 
insurance today and it applies with 
equal force to accident insurance pro- 
ceeds. Spreading payment of proceeds 
over a period following the death of 
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policyholder, the Pacific Mutual be- 





ae 





lieves, is an arrangement better protect- 
ing the assuredl’s family. 

It avoids the necessity for beneficiary 
to invest or safeguard the insurance 
proceeds, leaving them in the hands of 
skilled company investment men, and 
affording assured’s beneficiary the ad- 
vantage of the wide spread of invest- 
ments and the protection that comes 
from avoiding loss of entire proceeds if 
a particular investment should turn 
sour, or dissipation of proceeds such as 
frequently occurs when the beneficiary 
receives a lump sum payment. 





Issues Two New Contracts 


The Columbian National Life has 
brought out an automobile accident 
form. It is sold in either of two units, for 
$10 annual premium with $3,750 principal 
sum and $25 weekly or $12 premium, 
$5,000 face amount and $25 weekly, limit 
being 26 weeks. It is issued to men and 
women ages 18-59, inclusive, all classi- 
fications, and renewed to age 65 for 
males and 60 for females. It is similar 
to the travel accident form sold by most 
members: of the Bureau of Personal 
Accident & Health Underwriters. It 
pays $10 per week for partial disability 
not exceeding four weeks, gives $15 4 
week hospital and graduate nurse bene- 
fits not exceeding four weeks, $10 for 
surgeon’s fees for nondisabling injuries 
and identification indemnity of $100. 


Medical Reimbursement Policy 


In the medical reimbursement health 
policy of the Western & Southern In- 
demnity of Cincinnati, a person apply- 
ing for the insurance must answer two 
leading questions. In the first place, he 
is asked whether he has any other sick- 
ness medical reimbursement. In_ the 
second place, he agrees to the voiding o! 
the Western & Southern Indemnity 
policy if he takes on additional health 
reimbursement. 


Would Tax Life Proceeds 


In its report to the governor, the 
Utah state tax commission declared that 
life insurance proceeds ought to be made 
subject to inheritance tax, and recom 
mended that the law be changed to bring 
this about. 


“Monthly Income and How to Write 
It,” by Harry McNamer covers the 
general needs of this kind of protection, 
$2. The National Underwriter. 
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» RECENT COURT DECISIONS .- 
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Policy Buyer Denied Proceeds 





Man in Business of Buying Up Indus- 
trial Contracts Can’t Recover 
Death Benefits 





A man who was engaged in the busi- 
ness of buying up industrial policies 
which had or would soon have a cash 
surrender value, was denied recovery 
by the South Carolina supreme court 
when a juvenile industrial policy became 
a death claim. The case was Hack vs. 
Metz et al. 

James Metz was insured at the age of 
1 year with Frances Metz, the mother, 
as beneficiary, in the Commonwealth 
Life. 

Bowen, Hack and Thomas were part- 
ners in the business of buying up indus- 
trial policies. 

The premiums on the policy were paid 
for about 10 years by the father, R. L. 
Metz. On April 30, 1932, the father 
and mother executed and delivered to 
Bowen a paper purporting to be a 
power of attorney and executory agree- 
ment by which, in consideration of $20, 
the policy was assigned and delivered 
to Bowen. The father and mother as- 
sert they understood they were securing 
aloan from Bowen of $20; that Bowen 
was to pay $1.36 additional premium to 
convert the policy into a 10-year paid 
up contract and that the loan and addi- 
tional premiums were secured by the 
pledge of the policy. 

Sold Interest to Hack 


Bowen claims he bought the policy 
outright for himself, Hack and Thomas, 
and expected to cash it in on June 12, 
1932. Subsequently he sold his interests 
in the assignment of the policy to Hack, 
as did Thomas. The insured died in an 
automobile accident and Hack brought 
action to recover the amount of the 
death benefit. 

The supreme court held that the as- 
signment is invalid because in its incep- 
tion Hack had no insurable interest in 
the insured, and the beneficiary had 
only an expectancy therein, and the as- 
signment, being in effect a change of 
beneficiary, could be effected only in the 
manner prescribed by the policy in the 
clause which reserves to the insured the 
tight to change the beneficiary. The 
point is made that the assured was a 
minor and could not consent to a 
change but the supreme court held that 
the court of equity was open to the 
beneficiary if the proposed assignment 
was a bona fide transaction and not a 
speculative and wagering one. 

There is positive testimony of offi- 
cers of the Commonwealth Life that 
there was no knowledge of the assign- 
ment until this controversy arose. The 
doctrine of estoppel may not be invoked 
to give legality to a wagering and spec- 
ulative contract, which is illegal and 
unenforcible by the court, because it is 
contrary to good morals and against 
public policy. 





Question of Prior Death 


Under the provision that if the bene- 
ficiary die before the insured the in- 
terests of the beneficiary will vest in 
the executors or administrators of the 
insured, the burden is upon the admin- 
istrators of the insured to prove the 
prior death of the beneficiary, in order 
to recover for the insured’s estate. This 
was the decision of the Georgia supreme 
court in Roberts, admnrx. vs. Hardin, 
admnr. 

The lower court ruled that the burden 
was upon the administratrix of the bene- 
ficiary to show that the wife survived 
the husband, before recovery could be 
had by such administratrix. This was 
error, the supreme court held. 





Surrender Obtained by Fraud 


Insured Induced to Give Up Policy 
Following Expiration of In- 
contestable Period 





On the ground that the agent had 
procured surrender of a policy by a 
fraudulent representation, the Oklahoma 
supreme court has entered judgment in 
favor of the beneficiary under the pol- 
icy, whereunder she is to receive the 
difference between the surrender value 
and the face of the policy. The case was 
Great American Life vs. Love. 

Martin Love, the insured, obtained a 
policy on the non-medical basis. He 
became disabled and notified the Great 
American. A mistake had been made 
in the answer to one of the questions 
in the application. 


Brought Suit to Recover 


The Great American persuaded Love 
and the beneficiary to surrender the pol- 
icy and sign a release and the insurer 
returned the premiums paid. Shortly 
thereafter Love died and the beneficiary 
brought suit to recover the balance due. 

The policy had a one year incontest- 
able clause and had been in force more 
than one year prior to the time when 
it was surrendered. The court held that 
the agents of the Great American pro- 
cured the surrender of the policy by 
fraudulent representation and _ there 
could be no recovery on the policy be- 
cause of misrepresentation made at the 
time the policy was procured. 





Convincing Evidence Needed 





Court Won’t Hear Medical Experts Un- 
less There Is Some Real Indi- 
cation of an Accident 


In cases involving accidental death 
benefit, the court must be able to find 
upon the records convincing evidence, 
direct or circumstantial, of the happen- 
ing of the alleged accident before it may 
concern itself seriously with the opinion 
of medical experts as to the cause of 
death. Thus, the Pennsylvania superior 
court, western district, entered judgment 
for the Metropolitan Life in Lubowicki 
vs. Metropolitan Life. 

Stefanovich was the insured under an 
industrial _ policy. The beneficiary, 
Lubowicki, brought action for accidental 





benefit, alleging that Stefanovich died 
from strangulation, due to aspiration of 
food into the lung. For several months, 
Stefanovich had been a patient in the 
City Home & Hospital of Pittsburgh, 
suffering from inflammation of heart 
and kidney and the hardening of por- 
tions of his spinal column. On the day 
of his death the attendant brought him 
his lunch. Returning later the attend- 
ant noticed there was something wrong 
with Stefanovich. The attendant stated 
Stefanovich had finished eating but had 
a piece of bread in his hand. There is 
no evidence that a post mortem exam- 
ination was made. 

The higher court said it is unable to 
find evidence of the happening of the 
alleged accident. Even if it could be in- 
ferred that particles of food accidentally 
lodged in the insured’s wind-pipe, the 
testimony of the medical expert to the 
effect that he could not be certain 
whether death was contributed to by the 
diseases from which the patient was 
suffering, left that vital question in such 
doubt that it is insufficient to sustain a 
finding that the patient’s bodily infirmi- 
ties did not contribute to his death. The 
policy expressly provides that the acci- 
dental death benefit will not be paid if 
death was even indirectly or partially 
contributed to by any disease. 





Sufficient Presumption of Death 


The presumption of death arising 
from seven years’ absence is only as to 
the fact, and not as to the time of 
death, the Oklahoma supreme court has 
decided in Kansas City Life vs. Ban- 
croft et al. It is not necessary to show 
the exact time of the insured’s death. 

On Aug. 11, 1923, the insured was 
taken by his brother-in-law from his 
home in Tulsa to the railroad station 
for the purpose of making a _ business 
trip to Missouri. The insured was never 
seen again. About two years before 
he disappeared his wife had died, leaving 
two children. He became despondent 
and morose, his mind seemed to be af- 
fected. He became involved in a busi- 
ness way, his home was heavily mort- 
gaged and he was having difficulty 
meeting current bills. After his dis- 
appearance two writings signed by him 
were found asking a doctor to take 
charge of his children and any money 
that might come to them. 

The court held the evidence was 
ample on which the jury could find that 
the assured committed suicide on or 
about Aug. 11, 1923, if it was necessary 
for the jury to so find. 








“No Spik Inglis’ Good Excuse 








The United States district court for 
the eastern district of Pennsylvania has 
dismissed a bill of the New York Life, 
seeking to cancel a policy on the ground 
of fraud in procuring a reinstatement 
after lapse for non-payment of pre- 
mium. The case was New York Life 
vs. Kutler. 

The assured is unable to read and 
write English and his knowledge of the 
spoken language is very imperfect. He 
is 60 years of age and is not very in- 
telligent. 

The New York Life produced no 
positive evidence as to the circumstances 
under which the application for rein- 
statement was signed. The court can 
find no evidence establishing or even 
tending to show that the answers to the 
questions were written into the certifi- 
cate at the time the insured signed it. 
Granted that, in equity, it is unneces- 
sary to prove that the insured actually 
intended to deceive, it is still unques- 
tionably necéssary to show that the in- 





sured did make the answer and that he 
did so consciously, knowing what he was 
doing. The evidence of the New York 
Life in this case falls far short of meet- 
ing the burden. The evidence does not 
show that this untutored man under- 
stood or even answered the questions 
asked. 

The policy lapsed in July 1929, and 
the following month Kutler made appli- 
cation for reinstatement. The company 
produced the certificate signed by him, 
containing a negative answer to the 
question whether in the past two years 
he had suffered any illnesses, diseases 
or bodily injuries or consulted or had 
been treated by any physician or phy- 
sicians. 

In the following December, Kutler 
became wholly disabled as a result of 
cataracts on both eyes and later made 
claim for disability benefits. In April 
1928, Kutler was blackjacked by a rob- 
ber and appeared at a hospital 33 times 
for treatment. 











Oral Agreement as to 
Payment Not Binding 








An oral agreement between the gen- 
eral manager of a mutual benefit con- 
cern and the assured that the mutual 
benefit would look to the general man- 
ager for membership fees and all dues 
and assessments for one year, was in- 
effective, according to the Oklahoma 
supreme court in Damon Mutual Bene- 
fit Association vs. Hoffman. 

White was vice-president of the mu- 
tual. benefit. Mrs. Hoffman alleged 
that she and White agreed that if her 
husband would make application for a 
$1,000 policy, the Damon Mutual Bene- 
fit would look to White for member- 
ship fees, etc., for one year. A notice 
of assessment due was sent to the in- 
sured and the Damon Mutual Benefit 
claimed the policy had lapsed. 

The supreme court held that the con- 
tract is a written contract, not partly 
written and partly oral. The insured 
was presumed to know the laws of the 
association and that the oral agreement 
claimed with White was in excess of 
the powers conferred by the by-laws. It 
was incumbent on him either to pay the 
assessment himself or see to it that 
White paid it for him. Nothing in the 
by-laws authorizes any one to accept the 
promise of a third person to pay as- 
sessments in lieu of actual payment. 








Construes Suicide Statute 





Peculiar Missouri Law Is Invoked 
Against the Metropolitan Life Under 
Accident Policy 





An interesting construction of the 
Missouri suicide statute was recently 
made by the United States circuit court 
of appeals for the eighth circuit (Mis- 
souri) in Metropolitan Life vs. Siebert 
et al. The suit was under an accident 
policy. 

The insured died under circumstances 
clearly indicating that he shot himself. 
The Missouri suicide statute provides: 


.“It shall be no defense that the insured 


committed suicide, unless it shall be 
shown that the insured contemplated 
suicide at the time he made his ap- 
plication for the policy, and any stip- 
ulation in the policy to the contrary 
shall be void.” 


Sanity Not Considered 


The court held that the Missouri sui- 
cide statute applies to death by one’s 
own hand, even though the person com- 
mitting the act was insane. The de- 
fense that the insured came to his death 
by his own hand while insane is avoided 
although expressly excepted by the pol- 
icy and in accident policies suicide while 
insane, being unintentional, is accidental. 
The question as to the insanity of the 
insured was submitted to the jury and 
it found in favor of the plaintiff. There 
was substantial testimony upon which 
to base this finding. Does the provision 
of the policy providing that all insur- 
ance under it shall be suspended if the 
insured shall become insane defeat 
plaintiffs’ rights to recover? The sus- 
pension clause in this policy would be 
binding if it were not prohibited by the 
Missouri law. But being prohibited no 
mere use of words which in effect avoid 
the law can render this clause binding. 
Further, the disease with which the in- 
sured was suffering had no causal con- 
nection with the death resulting from 
the accident and the accident is to be 
considered the sole cause. 



































Modern Merchandising 


“Every day, in every way, I find our 
ONE DAY PAY policy the key to the 
situation. It is quite amazing how that 
policy with its pictures and price can be 
manipulated to get bigger and better 
sales. I have placed the ‘Helen Hayes’ 
folder before them, and so far this week 
have closed a $4,000.00 Retirement In- 
come, two $1,000.00 Twenty Pay Life, 
and one $1,000.00 Twenty Year En- 


dowment.” 





@ This is a quotation from a recent letter from a lead- 
ing Central Life producer, located in South Dakota. 


The ONE DAY PAY is but one of the “Modern 
Merchandising” ideas being developed by the 


CENTRAL LIFE OF ILLINOIS. 
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